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Life Insurance Men— 


A contract with our Company will 
insure you a prosperous year. 


BEST COMMISSIONS—BEST POLICIES—WRITE US 


RESERVE LOAN LIFE INSURANCE COMPANY 


Indianapolis, Indiana 

















All Work and No Play 





No one could ask for better evidence 
of the constant, effective work of 
Peoria Life agents, than the steady 
growth and progress of the Com- 


pany. 


It is equally evident that their work 
is encouraged and stimulated by the 
numerous incentives that form a part 





‘Cooperation Headquarters” 


of the Peoria Life program. 


Home Office Building of the Peoria Life. Owned 
by the Company, without lien or encumbrance of 
any kind. Built from its current receipts, without 
disturbing the farm mortgage investments which 


ave earned the Peoria Life its reputation for: ° e ° 
, , The Peoria Life $100,000 Club is an 
“Policies Strong as Farm ; : , 
Mortgages Can Make Them!” illustration. The members of this 











Club have worked consistently 
throughout the year, earned their 


Good qualifications, and are now preparing 
Contracts to enjoy an ideal summer vacation in 
to Clean, the woods and lakes of Northern 
Live Michigan as guests of the Com- 
Agents pany. 





Peoria Life Insurance Company 


Peoria, Illinois 
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NORTHWEST CONGRESS 
IN ANNUAL MEETING 


Life Men of Six States Hold 
“Front Porch” Convention 
Near Minneapolis 


R. M. HAMBURGER PRESIDES 


Next Year’s Meeting Place Not 
Selected, but Omaha, Neb., May Be 
Decided Upon 





MINNEAPOLIS, MINN., July 1.— 
Ralph M. Hamburger, associate general 
the Northwestern Mutual at 
Minneapolis, presided over the sixth 
annual meeting of the Northwest Con- 
eress of Life Underwriters held here 
this week. He kept the convention going 
at high speed throughout the two days 
meeting. Of large physique, friendly, 
smiling and congenial, Mr. Hamburger 
was very pleasing as a presiding officer. 
He started the business sessions on 
time, and handled the _ gathering 
throughout in a manner designed to 
keep up the interest. All of the busi- 
ness sessions were well attended, and 
the capacity of the Radisson Inn, where 
the meetings were staged, was packed 
by the crowd which turned out for the 
annual banquet on Thursday night. 


Guthrie Leads Singing 


agent of 


T. F. Guthrie, one of the leading pro- 
cucers for the Equitable Life of New 
York in Minneapolis, started the first 
session off with a snap by leading in 
community singing. Mr. Guthrie suc- 
ceded in warming up the meeting. Ralph 
M. Hamburger, general agent of the 
Northwestern Mutual at Minneapolis, 
president of the Minneapolis Associa- 
tion, and president ex-officio of the 
Northwest Congress, gave the address 
of welcome. Mr. Hamburger said that 
in gathering again at Minneapolis the 
Northwest Congress was coming back 
to the cradle. It was in Minneapolis six 
years ago that the Northwest Congress 
was born. Mr. Hamburger said that 
since that time the organization has be- 
come strong and influential. He said 
that the men affiliated with it are the 
representative producing life insurance 
men of the northwest. Mr. Hamburger 
declared that there are no greater edu- 
cators or philanthropists in the world 
than life insurance men. Their work 
permits beneficiaries to keep their self 
respect and hold their heads high. 


Eliason in Response 


A. O. Eliason, of St. Paul, state man- 
ager of the Minnesota Mutual, made the 
response. Mr. Eliason is one of the 
outstanding life insurance figures of the 
northwest. He has been one of the 
strong supporters of the congress. He 
said that during the past few years con- 
ditions in the life insurance world have 
changed very greatly. Formerly the 
average agent was selfish and suspicious 
of his fellow worker. Today life insur- 
ance men all over the country are ex- 
hibiting an inclination to work to- 











GOOD THINGS HEARD AT NORTHWEST CONGRESS 


* 


* 


* 


“Our business is not to simply sell our prospects, but to show them 
how to use properly and profitably what we are offering.” 


> 


* 


* 


! “One of our greatest mistakes is that we are everlastingly talking 
death insurance instead of life insurance.” 


i “You haven't any purpose; that is the trouble with most of you. 


> 
You 


are shooting at nothing and hitting the mark all the time.” 


” 


self-respect.” 
* 


* 


| “Life insurance permits widows to retain that greatest of assets— 


* 


+ 


“Life insurance salesmanship is the best paid hard work in the world.” 
a7 * ~ 


* 


“Don’t forget that the medical director chooses the hard road when 


he declines a case.” 
* 


* 


* 


“Why are so many of you selling young men ordinary life and loading 


them with a liability after age 60, when for half a cent a day yo' 
a young man a policy that lets him quit at 65 and gives him his money 


| back?” 
> 


* 


can sell 


* 


“Tell the man who says that he doesn’t need life insurance today, 
‘No, you don’t need it today any more than you need an undertaker, with 


this difference; when you need an undertaker you can get one.’ 


* 


* 


” 


. 


“You can’t buy good will; you have to cultivate it.” 
* » > 


“Salesmanship is the ability to persuade people to want what they 


need.” 
* 


. 


“Success is in your head, not in the locality where you are working.’ 
* * > 


“It is not what or how much you say that counts, but how much of 
what you say that is absorbed and understood by the prospect.” 


gether, to cooperate, and to promote the 
common cause of life insurance. Mr. 
Eliason stated that the Northwest con 
gress was the originator of the regularly 
held sectional meeting. He said that 
when it was seen that the Northwest 
Congress was a successful organization, 
and that life insurance men in a par- 
ticular section of the country saw the 
value of getting together and discussing 
their own local problems, other associa- 
tions in various parts of the United 
States decided to try the one day sales 
congress idea. As a result the plan has 
spread to every part the United 
States, and each year one day sales con- 
gresses are held in all of the principal 
cities of the country, or a meeting is 
staged which draws agents from an 
entire state or portion of a state. The 
credit for the growth of this kind of 
life insurance gathering, which has been 
very beneficial and educational to lif 
men, Mr. Eliason said, belongs to the 
Northwest Congress. 
Henry Moir’s Talk 


of 


Henry Moir, vice-president and actu 
ary of the Home Life of New York, 


discussed informally and in a very in- 
teresting style “The Practitioner, the 
Examiner and the Medical Director. 


Mr. Moir handled his subject skillfully 
He explained the functions of those 
connected with the medical department 


of a life company in non-technical 
terms. His explanation of how the 
medical director can help the agent, 


how the companies use a practitioner 
and what the company expects of the 
examiner, were illuminating i 
structive. 


Knox on Salesmanship 
“The biggest thing in salesmanship,” 


was the topic handled by J. S. Knox, 
president of the Knox School of Sales- 


at Sioux Falls, 





and in- | 


manship and Business Efficiency at 
Cleveland, O. Mr. Knox appeared be- 
fore the Northwest Congress meeting 
two years ago. At that 
time he a big hit. Mr. Knox, 
although he is at the head of an or- 
ganization devoted to the training and 
education of salesmen of all kinds, is 
not a “bunk artist.” He gave two long 
talks at the meeting, one at the first ses- 
sion, and another on the closing after- 
noon. On both he gave his 
audiences a great deal of practical ad- 
made such an impression af 
alls meeting that he was 
asked to appear again this year. Mr. 
Knox was formerly a life insurance man 
nd understands the peculiar problems 


score d 


occasions 


vice, e 
} si | 
the Sioux | 

) 


that confront the life insurance sales- 
man. 
Only One Open Forum 

There was no open forum at the con- 
clusion of the first session, or at any 
other session A. C. Larson, general 
agent of the Central Life of Iowa at 
Madison, Wis., was scheduled to have 
charge of the open discussion at the 
conclusion of the first morning’s ses- 
sion, and was also on the program to 
lead a discussion at the end of the first 
ifternoon’s gathering. C. M. Odell, gen- 
eral agent of the Northwestern Mutual 
at Minneapolis, was to have been chair- 
man of an open forum at the windup 
of the Friday morning’s session, but all 
f the time at all of the gatherings was 
devoted to the regularly scheduled 
speakers. There was a question box in 
charge of J. S. Knox, at the conclud- 


ing business session, but there was not 
at any of the other business gath- 
erings. 

John L. Shuff, home office general 
agent of the Union Central and presi- 
dent of the National Association 

(CONTINUED ON PAGE 21) 


time 





OPINIONS OF LIFE MEN 
GIVEN BY OUTSIDERS 


Business Men and Attorneys Give 
Their Estimate of Life 
Insurance Work 


CONGRESS IN RETROSPECT 


Splendid Program Given but Attend- 
ance Disappointing—Interest in 


Organization Waning 


MINNEAPOLIS, MINN., July 1.— 
On Thursday and Friday of this week 
the sixth annual meeting of the North- 


west Congress of Life Underwriters 
was held at Radisson Inn, Christmas 
Lake, Minn., 17 miles from here. It 


was a unique, instructive and delighiful 
The sessions were 
held on the wide front porch of one 
of the finest summer resort hotels in 
Minnesota. A cool breeze from the lake 
kept the temperature down to normal. 
The whole atmosphere of the place was 
charming. All this was in sharp con- 
trast to the sweltering heat that made 
last year’s meeting at Madison, Wis., 
almost unbearable. 


No 


meeting. business 


Time for Discussion 


Chis year’s program was full of good 
things, perhaps too full. If there is 
any criticism to be made of those who 
arranged this year’s schedule, it is that 
there were so many speakers with def- 
initely assigned subjects that after they 
had finished there was no time left for a 
general discussion, At the concluding 
session on the last day, J. S. Knox, 
president of the Knox School of Sales- 
manship & Business Efficiency at 
Cleveland, O., acted as chairman of an 
open forum, but this was the only ques- 
tion box or informal exchange of ideas 
that took place at the meeting. Dur- 
ing all the rest of the time, the sched- 
uled speakers had the platform. Aside 
from this, the program was well bal- 
anced. 

Outsiders Heard From 

It was not devoted entirely to life 
insurance men. There were some talks 
from outsiders, all of whom brought a 
fresh and unprejudiced viewpoint to the 
meeting. There was for instance a talk 
by J. S. Knox, who discussed the broad 
principles of life insurance rather than 
selling ideas as applied specifically to 
life insurance. Then there was the list 
of do’s and don'ts for life insurance 
men that E. A. Purdy, of the Wells- 
Dickey Trust Company of Minneapo- 
lis, submitted Again, a stranger to 
the business, Henry Deutsch, an attor- 
ney of Minneapolis, talked on efficiency 
in life insurance salesmanship. One of 
the most appreciated talks of the meet- 
ing was that given, not by a life insur- 
ance man, but by W. L. Harris, presi- 
dent of the New England Furniture & 
Carpet Company of Minneapolis, who 
told what he thought as an ordinary 
business man of the life insurance sales- 
man, Another Minneapolis attorney, 








2 


C. E. Purdy, talked about the moral 
hazard in life insurance. 

Even though so much of the program 
was devoted to business and profes- 
sional men unacquainted with the vari- 
ous ramifications of life insurance, no 


complaint was made by those who 
listened to their talks. Instead, only 
favorable comments were heard. It 


was a bit daring on the part of those 
who arranged the program to include 
so many outsiders, but the experiment 
was a success. These men gave as 
many criticisms as commendation. They 
touched upon the shortcomings of the 
life insurance salesman that are ob- 
served by the average business man who 
is solicited. They laid bare the de- 
fects to which the life insurance man is 
usually blind. 


1923 Meeting Place Uncertain 


It is uncertain where next year’s 
meeting of the Northwest Congress will 
be held. In the past it has been the 
custom to receive invitations and ar- 
range in advance for the next year’s 
meeting place. But when President 
Ralph M. Hamburger called for invita- 
tions this year, none were forthcoming. 
He asked several times if some city did 
not want to act as host to the Congress 
next year. He was greeted with sil- 
ence. Finally Mr. Hamburger asked, 
“What is the matter? Have we be- 
come a burden?” It was finally de- 
cided to leave the question ot next 
vear’s meeting place to a special com 
mittee to be appointed by President 


Hamburger. It is possible that the 
1923 meeting mav be held in Duluth 
or in Omaha. The latter is the only 
large city in Northwest Congress ter- 
ritory that has not had the convention 
up to date The first meeting was 
held in Minneapolis following which 
the convention was staged in Des 
Moines. Duluth, Sioux Falls, Madison 


and Minneapolis 


Attendance Not Large 


The meeting was not very well at- 
tended, there being a registration of 
only 287. This is about equal to the 
fircure recorded at Madison last vear. 
Tn all frankness it must be admitted 
that. to some extent at least. the North- 


“slipping.” Certainly 
the progress that it did 

The rea- 
The North- 


a number 


west Coneress is 
it is not making 
during the first three vears 
hard to find 

ress was organized 
before the dav sales con- 
eress idea was generally adopted. Dur- 
ing the first few vears of its existence 
its meetines were largelv attended bv a 
great manv life. insurance who 
could not go to the annual meetings of 
the National. Association But in re- 
cent vears the holding of one dav sales 
congresses in all the principal cities of 
the United States has very materially 
changed the status of the Northwest 
Congress Life insurance men.in St 
Paul. Minneapolis, Madison. Milwau- 
kee. Des Moines. Omaha. City 
and Fargo, are now able to get a great 
deal of inspirational and educational 
material from the big sales congresses 
that are held in the ir cities once a vear 


son is not 
west Con 


of vears one 


men 


Sioux 


Thev formerly looked to the North 
west Congress meeting for this mate- 
rial The one dav sales congresses 
have. t a large deeres supplanted the 


Northwest Congress in the minds of a 


Min- 


men in 


great manv life insurance 

nesota, North Dakota. Towa, Wiscon 
sin. South Dakota and Nebraska, the 
states from which the Northwest Con 


gress draws its membership 
Few Officials Present 


Another 
interest in 


evidence of the decline in 
the affairs of the Northwest 
small attendance of 


Only a_ handful, 


Conere uN the 


company officials 


omnaratively sne aking, were in evi- 
dence Fven the officials of the Min 
neapolis and St. Paul companies did 
not turn out en masse The lowered 
interest in the activities of the organ 
ization cannot be ascribed to poor meet 
ings uninteresting programs On 
the contrarv. this vear’s meeting was 


one of the best ever held. From the 
standpoint of the soliciting agent it was 
practical and helpful. All of the other 
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BOOST FOR NORTHWEST | TALK ON PARTNERSHIP 


LINCOLN’S SECTIONAL RALLY 


Big Attendance at Christmas Lake Meet- 
ing—Five States Launch Produc- 
tion Contest 


A new production record is promised 
for the northwest territory by the 
agents of the Lincoln National Life as 
the result of the sectional meeting held 
at Christmas Lake, Minn., June 26-28 


| 


At the close of the sessions the state | 


leaders of Montana, North Dakota 
South Dakota. Minnesota and Wiscon- 
sin entered into a contest agreement to 
the effect that the lowest state in the 
quintet for production for the remainder 
of 1922 must buy new hats for the 
agents of the state that produces the 
most business for the rest of this year. 

Vice-President and Agency Manager 


W. T. Shepard presided over the ses- 
sions of the three-day meeting. He 
made a ringing speech at the first as- 


sembly and oroclaimed that the oppor- 
tunity for added business in the north- 
west is sounding now. T. D. Hughes, 
vice-president and manager of the north- 
western agencies introduced the agents 
of the Lincoln National “baby state” of 
Wisconsin and the latest recruits to the 
company’s selling force were given 4 
round ovation. 


Program Insurance Featured 


The subject of program insurance, 
selling life insurance for the fulfillment 
of specific means, furnished the kev- 
note of the session. Speakers from the 
flelc representatives were W. H 
Bloomer. Wisconsin: C. M. Jackson. 
South Dakota: T. Rheinstrom. North 
Dakota: C. M. Davenport, South Da- 
kota: G. H. Root. Minnesota: C. L. 
Miller, Wisconsin; JT. M. Morgan. North 
Dakota: J. TL. Hart. South Dakota: A 
Goggins. Wisconsin: FE. M. Bennes 
Minnesota, and T. A. Bellmeur, Minne- 


sota 

Speakers renresenting the Lincoln 
Life official force were Franklin R 
Mead. secretary and actuarv: T. A 
Hawkins. ageney supervisor: C. F 
Cross, chief underwriter: W. W. Scott 
assistant secretarv: Dr. W. E. Thorn- 
ton. assistant medical director, and T 


F. Tanecke 
of the Northwestern 


agency supervisor 
Agency. 


assistant 


Speakers at Banquet 


Vice-President and Manager Arthur 
all delivered the principal address 
at the banquet. He pointed out the 
principles of the company and outlined 
its objectives for the coming months. 
Vice-President and Agency Manager 
W. T. Shepard presented the club but- 
tons to the men who had qualified for 
honorary club of the company 
Superintendent of Agencies A. L. Dern 
talked on the value of the education and 
planning as a direct means of business 
stimulation, 


American Life Reinsurance 


More than $2,000,000 of business in 
June was produced by the American 
Life Reinsurance. About one-third of 


the total volume came through the com- 
pany’s Chicago office. The Chicago of- 
fice is growing in importance and writ- 
ing a steadily increasing volume of 
business. 

During 1921 the American Life Rein- 
surance had three $2,000,000 months. 
Already this year the company has had 
three such months, with no month un- 
der $1,500,000, 














The home office of the | 
company has just been moved to per- | 


manent quarters on the fourth floor of | 


the Magnolia building in Dall 


meetings have been of a similar nature. 
Probably next year’s meeting will be, 
too. it all gets down to the fact that 
there is not the same place for or need 
of the Northwest Congress that existed 
at the time the organization was born. 


KAUFMANN GIVES HIS IDEAS 


Tells of Great Field for Business 
Among Small Concerns—Argu- 
ments to Use. 


One of the most practical talks heard 
at this year’s meeting of the Northwest 
Congress of Life Underwriters was that 
given by I. Kaufmann, of Kaufmann. 
Hamburger & Kaufmann, _ general 
agents of the Northwestern Mutual at 
Minneapolis. Mr. Kaufmann has been 
selling life insurance in the northwest 
for 34 years. He has a wide acquaint- 
ance among Minneapolis business men, 
and has written a large number of part- 
nership contracts. He has made a par- 
ticular study of this phase of the busi- 
ness. Mr. Kauffman said that the sale 
of partnership life insurance differs from 
the placing of personal insurance in that 
with partnership cases, a foundation for 
the sale must be laid. That is, it is sel- 
dom possible for a salesman to make 
a cold canvass on a partnership case 
with any hope of success. He must 
be to some extent familiar with the sit- 
uation of the firm solicited in order to 
be able to offer intelligent reasons for 
carrying a partnership life insurance 
contract. 

Need of Small Concerns 


The field and need for partnership in- 
surance is greatest among small busi- 


ness concerns, Mr. Kaufmann said. 
He explained the laws governing part- 
uierships. The average partnership 


agreement works well enough while the 
partners live, but death changes the 
whole status. Mr. Kaufmann said that 
the death of any one partner automat- 
ically dissolves the firm. The surviving 
partners have no right to continue busi- 
Each partner has an unlimited 
liability. Each is individually liable 
for the debts of the firm. Most partners 
are familiar with the nature of their 
agreement as it relates to the every-day 
transaction of business. but they do 
not know, or at least do not seem to 
realize, that the death of any partner 
automatically dissolves the firm and 
makes it necessary for the surviving 
partner or partners to buy out or sell 


cut 


ness. 


Is Only Solution 


Mr. Kaufmann said that up to date 
attorneys have been unable to devise 
a proper or adequate legal document to 
cover the contingency of the death of 
a partner in a firm. Life insurance is 
the only solution. It provides the cash 
with which to buy out the surviving 
partners. It assures all that the busi- 
ness will be carried on as before, that 
there will be no interruption because 
of the death of any one partner, and 
that no misunderstandings will arise 
between the surviving partners and the 
relatives of the deceased partner. 


Where Prospects Are 


Some idea of the field for this form 
of life insurance can be gained, Mr. 
Kaufmann said, by a consideration of 
the fact that 90 percent of the failures 
in the United States are among con- 
cerns capitalized for less than $21,000. 
The big concern that is well established. 
that has a large reserve, that is able to 
weather the business storm, fails to see 
the same need for a partnership life in- 
surance contract that is perceived by 
the small partnerships that might be 
upset or ruined by the premature death 
of any one partner. 


Most Important Asset 


Every business concern has three as- 
sets, Mr. Kaufmann said, i. e., real es- 
tate, goods and stock, and good man- 
agement. The last is the most impor- 
tant. The first two items are always 
covered with insurance of one kind or 
another, but good management is sel- 
dom covered by a contract that will as- 





sure its continuance. Mr. Kaufmann 
said that only one in 1200 buildings burns 
over a period of 50 years, but that ot 
1200 men, at age 30, there will be only 
100 left at the end of 50 years. Eighty 
percent of the failures in the United 
States, Mr. Kaufmann declared, are 
due to a lack of business brains, and 
15 percent are the result of the failure 
to create a sinking fund for emergencies. 
What Happens at Death 


Mr. Kaufmann repeatedly stressed 
the point that with every partnership 
when any partner dies, the surviving 
partners must either sell out their in- 
terest or buy out the interest of the 
deceased partner. In addition, the busi- 
ness is automatically closed until a 
new partnership arrangement is made. 
The death of any partner automatically 
eliminates the arrangement formerly 
in existence. 

Arguments to Use 


One agent, Mr. Kaufmann explained. 
calls it liquidation insurance instead of 
partnership insurance. That more 
nearly expresses what partnership in- 
surance does. It permits of a proper 
and satisfactory liquidation of the old 
agreement. Some partners will say that 
they have drawn up an agreement pro- 
viding that the surviving partners may 
ave one or two years in which to make 
a settlement. They take the positior 
that this agreement gives them plenty 
of time in which to readjust themselves 
In combatting this, Mr. Kaufmann al- 
ways says, “Yes, that gives you time. 
but this policy that I am talking about 
gives you the money.” If the partner 
says that he can borrow the money at 
the bank with which to tide him over an 
emergency of the death of a partner, 
Mr. Kaufmann replies. “You can borrow 
the money and pay the bank 6 percent 
and have a liability, but you can pay 
me 3 percent for this policy and have an 
asset and the money too.” If the part- 
ner savs that he does not need it today. 
that his present arrangement stiits him 
well enough and fills the bill, Mr. Kauf- 
mann comes back with, “No, you don’t 
need it today any more than you need 
an undertaker with this difference: when 
you need an undertaker, you can get 
one.” 

Partnership life insurance is easier 
te talk than personal insurance, Mr 
Kaufmann declared. He said that the 
average prospect will listen to the ex- 
nlanatior of a partnership proposition 
The lapse ratio is smaller. It is easier 
to get a settlement. It is easier to write 
during a time of depressed business. 
and it is a stepping stone to the sale of 
personal insurance. 








Coor Sues the Equitable 


John M. Coor, formerly of Baltimore, 
and now general agent of the Aetna Life 
at Birmingham, Ala., has filed suit 
against the Equitable Life of New York 
for $100,000, in the superior court of 
Baltimore. Mr. Coor claims back sal- 
ary, commissions on sales and renewals, 
and damages due to the loss of his posi- 
tion with the Equitable. 

Mr. Coor was manager of the Balti- 
more agency of the Equitable from 
March, 1919, until Dec. 31, 1920. He al- 
leges that he was discharged “without 
due notice” as required by the contract. 
The declaration recites that when he 
was put in charge of Baltimore for the 
Equitable following his connection with 
the company at Raleigh, N. C., his sal- 
ary was increased to $7,000 a year and 
he was given a bonus of 5 percent on all 
production over $3,000,000, and an addi- 
tional bonus of 1 per cent on all busi- 
ness and in force in the Baltimore 
agency during 1920 that remained in 
force at 1925. 

Permanent Training School 

The Eauitable of New York has 
established a permanent school in New 
Vork City to train its agents. On June 
°f members of the first class in this new 
school received their dinlomas. Dr. 
G. B. Van Arsdall is head of the insti- 
tution. 
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VIEWS OF HENRY MOIR | 
ON MEDICAL EXAMINER | 


Vice-President and Actuary of 
Home Life Talks at North- 
west Congress 





GIVES HOME OFFICE VIEW | 


Explains Differences Between General 


NOTES AND NEWS OF NORTHWEST CONGRESS 


MONG the company officials pres- | tract made for his br wh 


i other-in-law 
ent were Henry W. Cook, vice- | died recently. l 


{ 4 brol lowrt 
sit, Bowles broke Gown 








president of the Northwestern | completely He was overcome with 
| National; Dr. T. C. Denny, secretary | emotion, and for a minute or two was 
and agency manager, Central Life of | unable to go He finally got a grit 
Iowa; George Barmore, superintendent | on himselt, a was able to continue 
|of agents, Federal Life of Chicago; | his talk witho leaving the platform 
Henry F. Tyrrell, legislative counsel, | Mr. Bowles made a particularly favor- 
Northwestern Mutual; Henry Moir, | able impression at the meeting. In his 
| vice-president and actuary, Home Life. | talk he was plain spoken, but earnest 
=. @ and sincere e reterre 

It was quite a coincidence that two | tO Several t cers Wi 

of the principal speakers should be ex olowed him 


Practitioner, Local Examiner and 
Company Medical Director 


At the annual meeting of the North- 
Congress of Life Underwriters 
held last week, Henry Moir, vice-presi- 
dent and actuary of the Home Life, | 
gave a talk on “The Practitioner, the | 
Examiner, and the Medical Director.” | 
Mr. Moir explained the attitude that | 
most life companies take toward these 
three adjuncts of the medical depart- 
He said that the general practi- 
tioner deals with individual cases, and 


west 


ment, 





HENRY MOIR 


Actuary Home Life 


not statistical averages. He is like the | 
man who walks through a_ heavily | 
wooded section of the country and looks | 
at the individual trees and not the for- | 
est as a whole. The practitioner, Mr. | 
Moir said, is fighting disease and beat- | 


He 


ing it. He is effecting cures daily. 
is of a cheerful and optimistic tempera- | 
ment. He is regularly forcing into the 
patient the desire and will to live. In 
casting about for medical examiners 
companies find that the best doctors 
and the good ones are always busy. 


With them the saving of a life is a much 
more important matter than making an 
examination, of a man who intends to 
take out life insurance. With this view 


of the country practitioner Mr. Moir 
said that agents should not tell pros- 
pects that the doctor will be at their | 
service and can examine them at any 


hour they may designate. The practi- 
tioner calling upon his patients regards 
a life insurance examination as a side 
issue,.and is not at the beck and call of 
the life insurance agent, particularly if 
a first rate doctor. 


he 1s 


What Company Wants 


In discussing the medical examiner, 
Mr. Moir said that life companies need | 
for this position someone who can give 
an accurate pen picture of a life insur- 
ance applicant. The human possibilities 
of the case must be properly set down. 
The examiner should avoid minor de- 


| postmasterfs. 


c John L. Shuff, president 
of the National Association, was chosen 








postmaster of Cincinnati during Presi Mc nes ‘Association, who presided at on 
dent Wilson’s administration, and E, A, | Of the business sessions annout lt 
Purdy, of the Wells-Dickey Trust Com- | life surance men of Des Me Ss are 
pany of Minneapolis, who read a paper out alter the 1923 ecting oO the Na 
on “Do’s and Don’t for the Life Under tion l \s: ciate Hle said that last 
writers,” was formerly postmaster of | Week a letter was sent out by the 
Minneapolis. Des Moines Assoc tie to eve ss 

s * ciation in the 1 Stat i s 

+ 4) ; ; 

There was only one speech at the | °° *" ve = 8 ‘ c 
banquet held on Thursday evening, that Ss. a So oe eS oa ee 
being given by President Shuff of the Des Seas ren Mr Wilson s ' 
National Association. President Ham- fo ecgrte 4 
burger of the Northwest Congress, who = oe . § . 
was in charge of the affair, stated that ee 
because of the long business session J. Walker Godwi ssociate c 
held during the day it was deemed best | agent of the Per Mutual at Minn 
to lighten up the banquet program. Fol- | apolis, was the busiest man at the meet 
lowing Mr. Shuff’s brief talk, the floor | ing. He was chair n of t Ci 
was cleared for dancing. The banquet | committee, and t urden of all of the 
was held upon the veranda of the ho-/| arrang ents was on his s ides M: 
tel, and was a very delightful affair God \ ving ev te 

* * * but prov equal 1 t! b that 

St. Paul, Bismarck and Des Moines | cut out for hu 
had the largest delegations at the meet * + * 
ing. These three cities turned out in ohn L. (“Jack Shu preside oO 
full force It was rather a surprise to | the Nat 1 A ) tion, did 
everyone to find so many life insurance ssib , sine thi S ea 
men present from Bismarck If the | one ( " 1 oe 
meeting had been held in Minneapolis | reception eat time Mr. S 
proper instead of 17 miles out of the! } ghted fr the train v 

| city, there would undoubtedly have beet vas ¢ tec | oO 
|a larger attendance of rate book 1 -e his t ta ‘ \ 
from both St. Paul and Minneapolis peak you regarded it 
* 7 * ] d to < ¢ 

\ tense and dramatic moment came |! I gi ting and open the af 
during the Friday morning session whe! Shut | 
W. D. Bowles, general agent of the thout c ng XK é l 
Phoenix Mutual at Des Moines w the I t the ever 
giving his talk on “Service ] was put on agai the ys é 
holders as a Means of Incr MH l it 
ness.” Mr. Bowles was ci 1a! ! 
cases out of:his own experience, whet Shuf 
referring to the provisions of the é 
tails. Examiners often answer the ques- s aver 
tions in the medical blanks from sup- ‘ nstant s nd M1 Moi 
posed knowledge That is they set th. t wit men under 40 there are 
down what they believe to be the case | only ; out 4 de ths per 1,000 per an 
without asking the questions. This is \ cent 1 c rien 
frequently an injustice to the applicant | than t means two more deat! 
for the reason that the home office has t l even tl ler tl e Ar 


information to contradict that sent in by riect gure 
eight 


the medical examiner. The examiner, 
Mr. Moir said, should write only what | Association of Age and Disease 
he finds and ask all of the questions | eee , 
instead of writing out the answers with- tage and ¢ 
| out first interrogating the applicant \ defect of tl 
Examiners Are Different a ‘ 
The examiner must have a differ t 
outlook from the generad practitioner ! I f 
He must be accustomed to. seeing ral t t M M 
healthy as well as diseased people. He that rdet tute 
must have regular contact with the voi two f t] percent of all 
average risk. Mr. Moir said that most t tted, and that about 
life companies have dropped the ques- nt ¢ it ff d t 
tion “Do you unqualifiedly recommend | te averas le cor lined 
this man for life insurance " from their t \ reent of t busi t 
medical blanks It was found that t lard wit! t co 
are examiners would = port a tects Medical Directors More Liberal 
but would still unqualifiedly recom- 
mend the applicant for life insurar it g to t lical d t 
Mir \i ' ic] that 7 + mnan 
Often Too Optimistic : a : s 
ww“ ) 
Mr. Moir said that a general practi- S 1" S eneral practitioner 
tioner often makes a poor examiner | and 1 throu the ranl on 
because he has too optimistic a view yl has been trained the h« ‘ 
The general practitioner sees regular! lical department The latter makes 
certain types of heart and kidney disease | the best medical director, Mr. Moir said 
attack a man and yet the patient lives | for the reason that he is trained to lk 
on for vears. This causes the general | t rds statistical averages and ceneral 
practitioner to minimize the impair- | results The sound medical director 
ments of this character The well| Mr. Moir said. must have a cnirit of 
rounded medical examiner, Mr. Moir (CONTINUED OW PAGE 1s) 
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BIG PROGRAM FOR 


ANNUAL CONVENTION 


Comprehensive Schedule of Events 
Is Arranged for the Coming 


Toronto Meeting 


EXPLANATORY NOTATIONS 


National Association of Life Under- 


Has Adopted a List 
Topics That Will Appeal 


write 
writers of 


e | i tl third interna 
vent t the National Life 
‘ 
\ ition and the Life 
rwriter \ssociation of Canada at 
\ 2-24, has been promul- 
Shuit is president of 
t rga tion and J, G 
i es he official 
quarters will be at the King Ed. 
i © pro Alli 15 
ALGUST 22, 1922 
luesday Morning 
\. M. to 12:00 M. 
; il C Saving Time) 
OHN | SHUFI President The Na 
[f luile Underwrit 

LiPhHeNst I ident, The Life 
' \ ‘ m of Canada 
\.M Sing Pr Led by W. G. Bis 

‘ r 
i By bone 
VV \l in delegation 
I ‘ n, president the 
{ wri Association of 
l Ly John I Shuff 
pre t! National Associa- 
t f l iters 
H Kles nt in Salesman 
I Dr. John A, Stevenson 
1! H Mi \re Influenced to 

i i> 
] ] f the Close Open 
I I tion Led by 
\ tu f tl a At 

n t ] t of l Pros 
B 
\ 
AUGUST 22, 1922 
fuesday Aficrnoon 
I M. to 4:30 P. M 
it ! EPHENSON Presiding 
PM : wing Led by W. G. Bis 
ly ! B l 
I, 1 i 
( > Opened by 
Ldwardse 
Life Income Cases 
i ] sam Wil n 27 years 
one child twe years 
travelir salesman 
ry of $3,000 a yea 
bought a house for $8,000, 
he till owes $5,000, that 
1 « ! in illment 
‘ ‘ ' , tL year 
’ oi 71 reent 
H surance 
Hi I ) we 41 
( I é il insur 
! I bout 
Hi ther and ar 
e partiall de 
H neve ived 
x pt ther igh | ! 
I | per y ‘ if 
’ t ‘ on twenty 
" in for ibout 
« I re ! T t d osit 
} it $l4e nnually 
i ture ] ; Jan e ‘ 

{ 10: & 1 I ‘ ical engi 
ne é | ed by irge electrical 
firy 00 i year Owns 

H $ insuran yn 
Ordinary Life plan and $2,000 
Twenty Payment Lifs pian 

Mir nd Mrs. James have hopes 
f their son entering business for 
} f he ilready is very 
' ic) nterested in el tricity 

4. Picture B. A. Simpson, civil en 
rineer 50 vears old wife, 47 
two daughters, 18 and 16 years of 
age Wife has had no experience 
in business, though she is a prac. 
tical woman, He earns about 




















$5,000 a year from his profession; 
owns home worth about $12,000, 
well located and attractive. House 
mortgaged for $5,000. Carries 
$5,000 of insurance 
Life plan—premiums about $130 
annually. He saves a little, 
irregularly. Daughters are rather 
extravagant for his means; both 
have been temporarily employed 
as clerks. They have no idea of 
going to college. Mr. Anderson 
has a well-to-do brother, who 
does many things for the family, 
from whom the girls no doubt ex- 
pect some legacy at his death. 

Picture—John B. Alderson, whole- 
sale shoe merchant. Firm rating, 


(c) 5. 


$100,000. Personal wealth, $500,- 
000. Age about 50; wife, 47. Has 
two children—daughter 18, son, 


10. Director of the Faithful Trust 
Company and Round Tube Works. 
Owns $50,000 house, clear. Mem- 


ber D—— Club, Chamber of 
Commerce, and interested in Sal- 
vation Army and School for the 
Blind. Carries $50,000 insurance, 
paid up. 
3:10 P.M. Discussion closed. By E. J. 
L’Esperance,. 
3:15 Singing. 
3:20 “Business Insurance.” By J. J. 
Jackson. 
3:30 Case Discussion. Opened by Wm. 
May, Jr. 
Business Insurance Cases 
1, Picture—A partnership consists 
of two males, ages 60 and 40. 
Each has invested $5,000 in the 
business. The elder is an experi- 
enced buyer and is’ thought 
highly of at the bank. The 


younger is full of good ideas and 
is a good salesman, possessing 
energy and initiative. 

2. Picture—The Edge Manufactur- 
ing Company is capitalized at 
$10,000. Its president, John 
Smith, is 45 years old and is the 
important man as to ability and 
finance. The directors desire to 
raise $25,000 by means of a bond 
issue. You want to sell business 
insurance to them, Can you carry 
out your plan and at the same 


time help them to sell the bonds? 
3. Picture—Three young men ages 
27, 29 and respectively, start 
a grocery business with a capital 
in cash or bank credit of $5,000, 
and wholesaler’s credit of $10,000. 
The one aged 29 manages the 
business. The other two supply 
most of the capital How much 
insurance should they carry? 
What policy should they ? 


“2° 
vn, 


use? 
Should it be joint or individual? 


(b) 4. Picture—Mr. Edward Harrison, 


aged 35; married, no children. 
Has been earning a salary of 
about $5,000 a year as an elec- 


trical engineer, but has given up 
his position and has bought a 
small factory for making a cer- 
tain kind of lens for automobile 
lights. He was able to start the 
business by investing $50,000 
which he had inherited from his 
father’s estate and because of 
the fact that a number of his 
friends were convinced that the 
enterprise would be profitable and 
had been willing to invest another 
$25,000. Carries $10,000 War 
Risk insurance and wife has in- 
dependent income of $800 a year 
5. Picture—This is a private corpo- 
ration consisting of John Ward, 
age 50, and four young associates. 
The capital is $100,000 and is 
largely owned by Mr. Ward, th: 
founder of the concern. They are 
bond-dealers and have to borrow 
large sums from the bank. These 
negotiations are invariably car- 
ried out by Mr. Ward. Mr. Ward 
gave his youthful associates one- 
fifth of the shares, with the idea 
of interesting them permanently 
in the business. He does not de- 
sire to have these shares go to 
the estates of the junior members 
in the event of their prior death. 
The junior members naturally de- 
sire to carry on the business after 
Mr. Ward's death. What insur- 
ance program would you suggest? 
Who should be the beneficiaries? 
Who should pay the premiums? 


4:25 P.M. Discussion closed by. 


4:30 Adjourn. 
(a) Case taken from “The Case 
* Method” by Dr. Griffin M. Love- 
lace, Harper Bros. and for sale by 
the Association. 
(b) Cases taken from “Selling Life 


Insurance” by John A. Stevenson 


| 


on Ordinary | 


but | 





| 


i 
' 


THE 





Harper Bros. and for sale by the 
Association, 
Case taken from “The Psychology 
of Selling Life Insurance” by Dr, 
E. K. Strong, Jr., Harper Bros. 
and for sale by the Association. 
AUGUST 22 
Tuesday Evening—First 
Special Entertainment 


AUGUST 23, 1922 
Wednesday Morning 


Day 


Session—9:30 A. M. to 12:00 M. 
PRESIDENT SHUFF Presiding. 
2:00 A.M. Singing. Led by W. G. Eis- 

enhauer. 
9:40 “Human Needs Supplied by Life 
Insurance,” re ere 
10:10 “Graphic Methods of Opening the 
Interview.” Led by Earl G. Man- 
lL OE 
Objects used: 
1. Picture or Report of an Orphan 
Asylum 
2. United States Treasury Thrift 
Budget. 
3. War Risk Insurance Policy. 
4. “The House of Protection.” 
5. A Cigar. 
6. A Morning Paper. 
7. A Few Pennies. 
8. Deposit Slip. 
9. Replies to Advertisements. 
10. A Cartoon, 
11. The Farmer's Chickens. 
12. Travel Booklets, ete. 
11:10 Singing. 
11:15 President's Prize Contest. Open 
to Canadians only 
Subject: “Most Novel and Effect- 
ive Method of Presenting Life 
Insurance by Graphic Methods.” 
11:50 Discussion closed by Earl G. Man- 
ning. 
12:00 M. Report Nominating Committees. 


12:10 P.M. 


Adjourn. 
AUGUST 23, 1922 
NOTE 
The four sessions this afternoon on 
Industrial Insurance 
Agency Building 
Inheritance Taxes 
Insurance for Credits 
are open only to those persons who 
have registered for the convention. 


Sectional Meeting Industrial Insurance 


2:00 P.M. 


2:10 


2:40 
2-00 


Afternoon 
M, 


Wednesday 
2:00 P. M. to 4:20 P, 
Singing. 

“Industrial Insurance Problems in 
1922." Address by James E. Kav- 
anaugh. 
General 
Singing. 


discussion led by........ 


3:10 “Methods of Preventing Lapses.” 

Ps. Oe ievvenbesdunscekeueees 
2:30 Discussion. Led by.......ccecess 
1:00 Discussion closed by............. 
$:20 Adjourn. 

Sectional Meeting Insurance for Credit 
Wednesday Afternoon 
Session—2:00 P. M. to 4:30 P. M. 
(Daylight Saving Time) 

2:60 P.M. Singing. 
2:05 “Standard Credit Forms Inquiring 





4:1 
4:25 
4:30 


» 


Sectional 


Life 
Credit.” 


Business Insurance 
to Protect Ad- 
Bank Loans by Life 
BEVOGR BF oa cs ce tees 
Led 


About 

Carried 
dress by 
“Protecting 
Insurance.” 
Discussion. 
“Using Life Insurance by Busi- 
ness — Individuals, Partnersh'ns 
and Corporations to Build Up and 
Maintain Credit.” Address by.... 


Discussion. Led DY.....cccsevces 
Singing. 

“Life Insurance to Protect Mort- 
mages.” AGOrese BF... .cccccvecs 
Discussion, SS fo Serre ee 
“Life Insurance to Protect Bond 
eee see GP... sa vee ees 
Discussion Ee vintannne veneer 


Por Cee Oe... kuwaaeweuews 
Adjourn. 

Meeting—Insurance for 
Inheritance Tax 

Wednesday Afternoon 

2:00 P. M. to 4:30 P. M. 


(Daylight Saving Time) 


2:00 P.M Singing. 
2:10 “The Present Status of Inherit- 
ance Tax Life Insurance.” Ad- 


2:00 Developments 


9 


30 


dress by Franklin W. Ganse. 
“Review of Recent Legislation 
and Decisions.” Address by Cour- 


tenay Crocker, Esq., of Boston, 
Counsel of the Trust Department 
of the First National Bank of 


3oston. 

illustrated by Re- 

‘ent Cases, 

G. Sumers,. Boston 
George I. Dyer, St. Louis. 
Earl G. Manning, Boston 

Singing. 


(CONTINUED ON PAGE 19) 
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| CLEVELAND OFFICES 


| Benefits Derived From Insurance 





During Depression Help 
Present Writings 





MAY SURPASS LAST YEAR 





General Improvement in Business Re- 


ported—Managers and General 
Agents Take Optimistic View 


CLEVELAND, O., July 5.—If the 
present pace is maintained through the 
year by the life offices here, it would 
appear that some of the big records of 
the after-war prosperity period will be 


closely approached, if not exceeded. 
This may be a somewhat ambitious 
Statement, but the business is going so 
lar ahead of last year that managers 


and general agents fecl strong ground 
under their feet again and their confi- 
dence in improved business conditions 
generally is being rapidly restored. 

While the business written so far this 
year is of the usual kind and no innova- 
tions have been used in securing it, one 
of the big arguments is the purpose life 
insurance served during the depression. 
Chis does not come from the solicitor, 
but from the man who passed through 
the experience. Insurance stood as a 
bulwark under many a business, big and 
little, which would have gone to the wall 
without it. It saved many a home which 
would have been lost otherwise, because 
of the temporary stoppage of the own- 
er’s income. It was the one security 
that did not weaken. 


Insurance Gathering Momentum 


“With the improvement in general 
business, life insurance work is gather- 
ing momentum,” said John E. Murray, 
of Murray & Walker, general agents of 
the Penn Mutual. “This will 
steadily with the growing activity of in- 
dustrial and commercial affairs. As a 
result of this we are about $250,000 
ahead of this time last year and we ex- 
pect to maintain our lead with a con- 
stantly increasing volume.” 

The better outlook is proving an en- 
couragement to the agency force, Mr. 
Murray said, and naturally the men are 
going at their work with renewed zeal 
and ambition. They are getting down 
to it as they did in times past, when it 
took hard work to turn in a much 
smaller volume than is being written 
now, even with conditions as they have 
been. Mr. Murray is very optimistic 
and feels that the improvement is of a 
rermanent character and that the future 
promises much for life insurance. 

People, he said, know the value and 
the benefits of this protection. Tempo- 
rarily, they were tied up with obliga- 
tions that would not permit them to in- 
crease their insurance. Now, that some 
of the burdens are disappearing, they 
are more than ever ready to add to their 


protection. Young men are open to 
conviction 
Lapse Ratio Diminishing 


“One of the best signs of returning 
prosperity,” said E. M. France, genera! 
agent of the State Mutual of Worcester. 
“is the diminishing lapse ratio. We have 
noted this improvement for some time. 
Policyholders are in better position to 
| pay their premiums and there are fewer 
| complaints all around. 
| “We are 33% percent ahead of our 
|record at this time in 1921,” continued 
| Mr. France, “and we believe that it is 
| only the beginning of the better condi- 
tions and better business ahead of us. 





| There is a different atmosphere pervad- 


SHOWING GOOD GAINS 


| years past. 


increase: 


! 


ing business circles all around. People 
are buying merchandise and taking care 
of their needs, as they have not for two 
This better feeling is bound 


| to bring results to our business, as well 





as all others.” 

Mr. France said the steel mills here 
and in other Ohio towns are taking on 
more and more men all the time. It is 
reported that they are now looking for 
skilled men. Some months ago such 
men could not get work of any kind. 
The same thing is true of other indus- 
tries, although some have not yet come 
back to the same extent as the steel and 
iron trade. 

More Corporation Insurance 


One of the surest signs of returning 
prosperity that I know,” said John S. 
Marsh ot Marsh & Dibble, general 
agents of the Northwestern Mutual Life 
“is the fact that interest in corporation 
insurance is rapidly reviving. One of 
our men has written several big policies 
of this kind in the eastern part of the 
state lately, and there are good pros- 
pects at other points.” 

This office has made a good healthy 
increase in its business every month this 
year, and both Mr. Marsh and Mr. Dib- 
ble are enthusiastic in their belief that 
business is on the road upward and the 
improvement will be permanent. “There 
has been a radical change oi sentiment,” 
said Mr. Marsh. “People are in a mor: 


receptive mood and big interests are 
taking notice again. ; : : 
“More than ever attention is being 


paid to the inroads of inheritance and 
other taxes and people are beginning to 
see the advantages of life insurance to 
cover these losses from their estates.” 


All Offices Showing Gains 


Walter H. Brown, general agent of 
the Prudential and president of the 
Cleveland Life Underwriters Associa- 
tion, expressed the belief that all of the 
offices in the city are now making good 
gains over their 1921 records. Money is 
easier, more’ men are employed and the 
solicitors are going at a more rapid 
stride than for some time past. 

In his own office Mr. Brown said his 
allotment has been materially exceeded. 
Improved conditions are noted, he said. 
from the decrease in the number of ap- 
plications for policy loans and the in- 
creased number of revivals of lapsed 
policies. All of these things are indica- 
tions of better general conditions which, 
of course, are reflected in the life insur- 
ance business. 





Darby Day’s New Record 


The Darby A. Day agency of the 
Mutual Life of New York in Chicago 
has marked up a new high total in paid 
for business, the June figure being 
$3,518,196. In a special bulletin issued 
by Manager Day last weck, he reported 
that the full annual paid for business 
in June was over $3,200,000 and the 
total, including semi-annual and quar- 
terly premiums, was over $3,500,000. 

Tune closed the biggest quarter in 
paid-for business in the history of the 
agency. It was also the greatest six 
months in the history of the agency in 
number of applications and in volume 
of business written, the total being $17,- 
387,177. As an indication that July will 
continue the pace set during the first 
half of the year, Manager Day reported 
that there was more than $250,000 paid- 
for business for July already in the of- 
fice. The agency has now maintained 
its $3,000,000 a month gait since April 
1 and another month like June will 
make the monthly average for this year 
over $3,000,000. 


Malcom Adam’s New Post 


Malcolm Adam, assistant supervisor 
of applications and in charge of the 
legal division of the Penn Mutual Life, 
has been elected professor of insurance 
law at the Temple University Law 
School, Philadelphia. His subject em- 
braces the laws of all known forms of 
insurance. Mr. Adam also holds mem- 
bership in the Association of Life In- 
surance Counsel. 
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OUTLINES ADVANTAGES 


OF INCOME CONTRACT | 





T. C. Denny, Secretary of Central 
Life of Iowa, Talks at 
Northwest Congress 





TELLS HOW IT IS SOLD 


Predicts Increase in Sales If Companies 
Issue Policies Providing Fewer 
Guaranteed Installments 





Considerably more income insuarnce 
will be sold when life companies gen- 
erally commence to issue policies which 
instead of being offered on the 20-year 
certain and continuous basis are calcu- 
lated on the five-year certain and con- 
tinuous basis. This is the prediction of 
Dr. T. C. Denny, secretary and agency 
manager of the Central Life of Iowa, 
made in a talk before the Northwest 
Congress of Life Underwriters last 
week. Dr. Denny, who had as his topic 
“How We Sell Income Insurance” said 
in part: 

“Within the past two or three years 
one of the greatest of America’s cap- 
tains of finance and industry was called 
to his reward. This particular man was 
of Scotch ancestry, and had stamped his 
work on America’s progress not only 
in the steel industry of which he was 
really the father in America, but along 
educational and other lines of develop- 
ment as well. Of course I speak of 
Andrew Carnegie. It is a curious and 
interesting fact, and at the same time 
a great testimonial to the income idea, 
when on investigating the bequest left 
by Andrew Carnegie to his dependent 
relatives and friends, we find that in 
not a single instance was a lump sum 
settlement made. Carnegie was a man 
who had seen the seamy side of life as 
well as rising to the heights of succ®ss 
and affluence. The experience had been 
his of seeing the dependents of compe- 
tent business associates come to want 
and need after the wonderful mind that 
had been capable of associating with 
Carnegie, had left the guidance of the 
particular family’s fortune. Is it any 
wonder the analytic trend of mind of 
Andrew Carnegie should recognize 
what it has taken life insurance men 
generations to understand; that the only 
sure way of guaranteeing to an inex- 
perienced dependent a favorable out- 
come in the handling of a bequest to be 
received, is to arrange such bequest to 
be paid on the installment basis? In 


referring to such dependents I have 


used the term, ‘inexperienced.’ Prob- 
ably it would be better to use the ex- 
pression ‘untrained.’ 

Typical Case Cited 


“Less than two years ago in Livings- 
ton, Mont., a young business man in 
the prime of life, in a fair way to event- 
wally become a substantial business man 
in his community, died too soon. When 
his life insurance was settled, and as is 
usually the case in such individuals, life 
insurance was practically all that was 
left, it was between $15,000 and $20,000 
in cash. This young man had obtained 
from his wife the promise that the first 
thing she would do in the event of his 
death which he was approaching, would 
be to complete payment on the home 
in which they were living. What hap- 
pened? Montana is a wonderful state; 
has many advantages in climate, crop 
conditions and mineral wealth. The 
promise of the purchase of the home 
was carried out. Practically the entire 
balance of the funds that remained were 
invested with substantial men of the 
community in a mining venture in that 
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HOW ABOUT THE “NIXIES” 


A “Nixie” is a letter which the mail man is unable 
to deliver. If the person to whom the letter is ad- 
dressed is unknown or removed the letter comes back 
to the post office as a “Nixie.” 


Many carefully written letters, subjects of much 
time and effort, end in the “Nixie” box. 


A “Nixie” for the life insurance agent is an appli- 
cation upon which he may have expended much effort 
but which is rejected by his company. 


Such “‘Nixies” offer little grief for agents of The 
Lincoln National Life Insurance Company because 
policies are issued on practically all applications sent 
in and the policies are back in the hands of the agents 
ready for delivery in record breaking time. 


You end your “Nixie” problems when you 
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state. Today that particular widow is | those homes, married them, taken them have the opportunity of continuing to | tion at an extremely low figure and 

faced with the problem of either mort- | to your home, introduced them to the live under the conditions he has mace | make immense returns on the rising 
duties of housekeeping and home-mak- | possible. market.’ Some of those replies were 


gaging her home to provide additional | 
tunds for the mining venture or for- 
feiting the money that has already been 
invested in that channel. 


One Widow's Experience 
“In a city in the Northwest Congress 


territory, one of the companies that is 
strongly represented here today paid a 


claim of a little better than $20,000 to | 
a young business | 
The beneficiary was his wife and | 


the 
man. 
there were two small children in the 
family. Another life insurance company 
contributed a little better than $5,000, 


beneficiary of 


and between $10,000 and $15,000 was | | eX] 
| invest it skillfully than it does to make it. 
| Do you know who the hardest man in 


salvaged from the business. In all, 
this particular beneficiary had an estate 
of approximately $40,000 in cash; 
money than in her entire lifetime she 
had ever seen and more than she had 
ever hoped to have personal title to. 
What happened? The first investment 
was in an expensive sedan; the next in- 
vestment was the removal of the living 


quarters that had been satisfactory up to | 


that time, to an expensive apartment; 
the third investment, if it could be 
called that, was the loaning to a younger 
brother, inexperienced in business, but 
very enthusiastic, something like $5,000 
in cash. It is absolutely 
for me to go further, for today that 


young widow, the mother of two fine | 


has a job. 
Results Are Natural 


children, 


“Those of you who have not been 
students of income insurance and in- 


come needs as applied to the benefi- | 
| harder than any other man. 
|a limit to the amount of effort that a 


ciaries of life insurance policies might 
say, just as I might say in relating this 
experience that ‘that is just like a 
woman.’ I defy such a statement. It 
is not any more like a woman than it 
would be like you or like me if we were 
reared under similar conditions and 


circumstances and submitted to the same | 


sort of training in later life. You men, 
every one who is married, 


into good homes, taken fine girls from 


more | 


unnecessary | 
| pin money, and too many of us life in- 


have gone | 


ing, and there the training, as far as 
you are concerned, ceased. There isn’t 
one man in 50 who is interested in edu- 
cating his wife on technical business 


| matters, and, as a cunsequence, when 


the burden of handling sums of money 
in large amounts is experienced is there 
any wonder that the results are what 
might be expected through the handling 
of such sums under such circumstances 
by any inexperienced human being? 


Hardest Man to Sell 


“It takes just as many or more 
brains and experience to keep money and 


your community is to sell? I’ll tell you. 
He is the man from 35 to 50 with pos- 
sibly only his wife or only his wife 


| and one child, who has made his ‘pile’ 


and is satisfied. Such a man invariably 
on being approached on the subject of 
life insurance will agree with a great 
deal of assurance that life insurance is 
a splendid thing; that those who need 
it ought to carry a large volume, but 
that in his particular case if anything 
should happen to him, with his quarter 
of a million, half a million or million 
dollars, he guesses his wife would have 


surance men agree with him. 
Brain Earns Money 


“Do you know why one man has a 
quarter of a million, or a million; why 
he has those funds under his control? 
I’ll tell you. It isn’t because he worked 
There is 


single individual can put forth, but it 
is for one simple solitary reason and 
that is that he has a quarter of a mil- 


lion a half a million or a_ million 
dollar brain, and if you will play 
on the strings of that mental organ 
| you will find that there is next to 


his heart a desire that when he has 
quit, his wife or his dependents will 











Widow’s Problem 


“Have you ever stopped to consider 
the problem of investment that faces 
the moneyed widow when the source of 
her financial advice and guidance has 
suddenly been taken away trom her. 
suggestion by Dr. Lovelace of the Car- 
negie School caused me to reenact an 
experiment which he was the first I 
believe, to try. My reason for this 


course was to ascertain for myself ex- | 


actly what the problem was in the 


investment market for a widow who is | 


sufficiently fortunate to have more than 
the average cash. I inserted in the 
Minneapolis ‘Tribune’ and the Kansas 
City ‘Star’ selecting those papers as 
representative in their district the fol- 
lowing want ad 
“Widow has $17,500 to invest 
sound and profitable proposition; state 
your proposition in detail and returns 
that may be expected.” 
How Replies Came In 


“I obtained from the above quoted 
ad 144 replies. Of the 144 replies, 8 
percent appeared in my personal esti- 
mation as being legitimate channels for 
investment. The other 92 percent un- 
der my personal analysis, 
the way from misguided, but hongst 
offers of investment to the most far- 
fetched and fantastic gold brick schemes 
imaginable. The replies to the adver- 
tisement in the Kansas City ‘Star,’ be- 
cause of the closeness of the oil fields, 
naturally ran more to oil than other 
lines, and I want to present to you as 
one of the reasons why we are selling 
income insurance the following logical 
presentation of the oil investment mar- 
ket such as I have outlined. Mind you, 
this ad was inserted at a time when the 
oil market was about as low as it has 
gone, and the line of approach was as 
follows: ‘The oil market is exceedingly 
depressed, that is true, but now is the 
time of all times to buy securities. We 
can buy necessary stock, or produc- 


A | 


in al organization, 
| gested that he had a process whereby 


| tana, 


| refining process 


ranged all | 


| $17,000,000. 
| vestment of $17,500,000. 















| so reasonable that I almost ‘bit’ myself, 
but having already paid my initiation 
fee into the oil business I, on mature 
consideration, refrained from ‘sweeten- 
| ing the pot’ any further. 


Numerous Freak “Investments” 


“There were numerous freak invest- 
ments, various kinds of peculiar real es- 
tate transactions offered, folks who were 
just hard up and needed the money like 
you and I, and all sorts of other invest- 
ments. From the Minneapolis Tribune 
edvertisement the replies -were very 
much diversified. I would like, how- 
ever, to illustrate one. This particular 
individual, writing on the letterhead of 


| a famous honored fraternal organization 


—not insurance—and imposing upon his 
in my estimation, sug- 


he could go into the states of Mon- 
Idaho and other western states 
they have mines of precious 
and by his process and because 
of the extreme inefficiency of the 
smelters now operating, extract from 
the discarded dumps and slag heaps 
sufficient metals that had escaped the 
of those immense 
smelters at Anaconda and Great Falls, 
to pay to this investing widow a return 
of not less than 1,000 percent per year, 
only a slight matter of a little over 
$500,000 a year on the in- 


where 
metal, 


Trust Company Argument 


“Frequently you will experience in 
such cases the trust company argument. 
Evidently your man’s mind has thought 
the problem through and the trust com- 
pany handling of his funds has been in 
his impression the proper explanation. 
Is it? It makes no difference to me 
what trust company you desire to select 
—and I have no crow to pick with trust 


| companies for they render a wonderful 


and effective service and are a much 
needed business institution in our busi- 





| 





~ BANKERS LIFE INSURANCE 


OF NEBERASKA 


Home Office: Lincoln, Nebraska 


Assets ... 


$20,900,000.00 





Bankers Life Insurance Co., 
Lincoln, Nebraska. 


Gentlemen: 


which matures today. 
I have derived from this policy. 


AXTELL, NEBRASKA, March 27, 1922. 


It is with pleasure that I acknowledge the receipt of your check 
for $668.00, the accumulated surplus on my policy No. 9876, a 20 Pay Life for $2,000.00, 
I want you to know that I greatly appreciate the many benefits 
The premium on this policy was $60.80 a year. 
you are returning more than half the money I have put into the contract, besides 
having the protection every minute during the twenty years. 
is paid up for the rest of my life and I am to get an annual cash dividend on same. 

I am telling your Agent, ‘J. J. Boasen who edlivered your check to me, that he can 
refer any prospective insurer to me as I have always been a booster for the Bnakers 
Life and I think this a fine proposition to combine savings, protection and investment. 


Wishing your Company much success, I am, 


Very truly yours, 


AUGUST ANDERSON. 


Now the $2,000.00 policy 


Now 


Residence ..... 








If interested in an agency or policy contract write Home Office, Lincoln, Nebr. 


COMPANY | 


TWENTY PAYMENT LIFE POLICY 


Matured in the 
OLD LINE BANKERS LIFE INSURANCE 
COMPANY 
of Lincoln, Nebraska 


Name of insured...... 


Amount of policy. .... 
Total premiums paid... 
SETTLEMENT 
Total cash paid Mr. Anderson. 
And a Paid-Up Participating Policy 

for $2,000.00. 


...$ 668.00 























—_ 
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ness program—but whether you select 
this, that or the other trust company, 
every single institution will be found on 
final analysis to revolve around the per- 
sonality of one outstanding individual 
whose judgment in business matters and 
matters of investment has made possible 
the development and success of his in- 
stitution. So that in the final analysis 
your well-to-do man as heretofore por- 


trayed is simply trading the welfare of | 


kis dependents from his own mind to 
the mind of another single individual. 
What happens? 


What Has Happened 


“You all know that thousands of de- 
pendent women, children and others 
who held that gilt-edge New Haven 
Hartford stock rates at the top of the 
market in 1916 and have gone without 
a single dividend payment since, to 
the everieating discomforture of those 
dependents who were relying upon the 
wonderful record of that particular rail- 
road for their future welfare. You know 
that when that wonderful railroad sys- 
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_ INSURANCE IS EXEMPT | 





IMPORTANT CASE IS DECIDED 





United States Court of Appeals Rules 
on Question of Seizure of 
Life Policy 


PHILADELPHIA, 5.— 
The question whether life 
a bankrupt can be seized for the benefit 
of creditors has been decided by the 
United States Court of Appeals in the 
eighth district in a decision handed 
down by Judge Munger regarding the 
recent failure of Chandler Bros., stock 
brokers. The decision holds insurance 


PA., July 


insurance of 


| exempt from seizure. 


tem, probably no greater in this coun- | 


try than the Pennsylvania System, 
duced its dividend from 6 percent to 4 
percent the income of thousands of 
women and children was cut Just one- 
third, and as against such an experience 
and result and the possibility of such 
a future, you are offering to your man— 
albeit he may not be so informed—an 
income backed up, not by a single in- 
vestment or a small group of invest- 
ments. 
is guaranteed by a multitude of widely 
spread secured investments backed up 
by a mathematically and actuarially 
sound program which never has failed 
and which cannot fail. 


Very Little Sold 


“Further illustrations and suggestions 
could be made at almost any length 
without adding material effectiveness to 
the reason why we sell income insur- 
The fact remains that today, al- 


ance. 
though you and I know the propaganda 
that has been spread concerning in- 
come insurance during the past ten 


years, there isn’t in excess of 5 percent 
of the insurance that is sold, sold on 
the income plan, and in that statement 
I include the installment arrangement 
as applied to standard contracts. There 
must be a reason. I don’t propose to 
enter into a debate as to whether ari Tn- 
come policy, a regular legitimately pre- 
pared income policy, is superior to the 
installment settlement of standard 
forms. It would take entirely too much 
time to come to a conclusion to satisfy 
you and me. 


Cost Rules Many Out 


“Income insurance is not sold in large 
proportion. The average income policy 
offered today by the vast majority of 
our companies is based on the theory of 
20 years certain, and as much longer as 
the beneficiary may live. In_ other 
words, the insured must buy a life in- 
surance policy that will pay his bene- 
ficiary $100 a month for 240 months or 
20 years certain, and then his deferred 
annuity begins, so that he has a life 
insurance policy that will provide $100 
a month for 20 years and a deferred 
annuity that will pay after 20 years 
should the beneficiary survive. What 
is the trouble? The annual deposit on 
such a contract is so large that the 
average man who actually needs income 
insurance on looking at the amount of 
the income that he himself can by econ- 
omy provide for his dependents, is dis- 
couraged and automatically ruled out. 
That looks as though it settles the prob- 
lem, doesn’t it? 


Advocates Shorter Terms 


“There is an answer to that problem 
that the companies of America are be- 
ginning to solve and some three or four, 
and the others will rapidly follow, are 
presenting to the insuring public today 
a contract which instead of being of- 
fered on the 20 year certain and con- 
tinuous basis is calculated on the § year 
certain and continuous basis. True, 
such a contract does not provide for 


You are offering an income that | 


re- | 


This marks the end of 
decide whether insurance on 
a bankrupt, where the policy 
for a change in the beneficiary 
the latter’s consent, could 
to trustees for the benefit of creditors. 
In the case at issue the re feree held that 


litigation to 
the life of 
provides 
without 


be assigned | 


the policy, which was for $37,000, was 
exempt. A federal court reversed the | 
referee and a petition for revisement of | 


the decision was carried to the appellate 
court which reversed the lower 
and upheld the referee. 


Bankers Life Big Month 


The Bankers Life of Iowa added June 
to its list of new record business months 
for 1922. The total of new examined 
business for the month was $12,175,611 
as compared with $12,038,000 in April, 
1921, which was the biggest new busi- 
ness month in the history of the com- 
pany up to Jan. 1922. A comparison 
with June of 1921 shows a gain of 
500,000, as the tctal for that 


nearly $1,! 
month was $10,711,000. 





the beneficiary who has dependent chil- 
dren who will not become wage earn- 
ers for 18 to 20 years, but there is a vast 
army of legitimate prospects for in- 
come insurance who, if given a policy 
at half the price of our present offering, 
will welcome the opportunity to 
antee to their wives absolute 
and comfort so long as the 
may live. 


guar- 
protection 
helpmate 


Cuts Down the Cost 


_“I recommend for your careful con- 
sideration the wonderful virtues of the 
income policy with a shorter certain 


period, and the continuous advantages 


| after the certain period has passed, as it 


} will 


increase our 
in this extremity. I would like, 
ing, to give one idea of selling. You 
know and I know that when your pros- 
pect sits up straight, 
gether and says, ‘This is all right; it is 
a good idea: how much life insurance 
does that represent?’ and if you tell him 
it represents $17,500, or if you have a 
ten year certain, or five year certain, 
give him an answer on the commuted 
value basis, you know that your sale is 
killed. It ought to be killed because 
you have told something that isn’t true, 
and a falsehood, be it willfully told or 


opportunity to serve 


pulls himself to- 


| ignorantly told, is not conducive to suc- 


cessful salesmanship. You tell your 
man the commuted value of your con- 
tract and he compares your $17,500 pol- 
icy with other insurance that he has 
carried. He observes that the premium 
is out of proportion. You failed to tell 
him that this is a $17,500 policy plus a 
deferred annuity that starts at the end 
of the certain period. Tell him in your 
own words just what the contract is. 
You say, ‘You don’t understand me, this 
is not a life insurance policy of so many 
thousand dollars (and in fact it ish’t). 
This is a contract that will pay $100 a 
month, and if vou could tell me exactly 
the number of months or years your 
wife is going to live after you are gone. 
T can immediately tell you the size of 
this policy. If she lives 40 years, it 
would be forty times $1,200.” 


court | 


in clos- | 
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It Does Not Pay to Change 
EverY so often we see a general agent strong appeal. The company that starts 
who, because of some reason, real or an agent out in business is naturally the 


imagined, against his company, resigns, 
affiliates with another company and, in 
making the change, takes most of the 
agents in his office with him to his new 
connection. There is often no criticism 
to be made of the general agent who, for 
one reason or another, decides to go with 
another company. But when he carries 
with him the entire producing force that 
is quite another matter. A general agent 
who, without hesitancy, will switch a staff 
of agents from one company to another 
has often a decidedly exaggerated idea of 
his own importance. He feels that he 
looms larger in the eyes of his agents 
than the institution of life insurance it- 
self. In this he is mistaken. While a 
general agent may often benefit by a 
change of company connection, the aver- 
age personal producer of business is not 
so likely to improve his position by chang- 
ing from one company to another. Gen- 
erally speaking, an honest, hard-working 
agent can go as far with the company 
that he starts in business with as he can 
with any other life insurance institution. 
That is, if an agent happens to be con- 
nected with a company that is well-man- 
aged and progressive he can make as 
much money in that connection as he can 
by writing life insurance for any other 
company in the field. The exceptions, of 
course, are where an agent is writing for 
a company that is financially unsound or 
wholly unprogressive. 

In most cases, the general agent who 
without compunction shifts a number of 
agents from company to company is do- 
ing the men changed an injustice. He is 
unsettling their minds, forcing them to 
accustom themselves to new methods and 
ideas and reducing their production abil- 
ity. It is interesting to note that very 
often the man who changes about 
to another eventually 
There is 


from 
one company gets 
back to his original connection. 
something about the first company that an 


business for that has a 


Putting On 


Goss of the 


agent writes 


Vice-Presipent S. W. 
Security Lire of Chicago takes the posi- 
tion that the average life insurance man 
can write twice as much business as he is 
doing by simply working intelligently and 
efficiently the regular number of hours per 
day. Mr. Goss says that this has been 
demonstrated time and again during con- 
test periods or when the men were spurred 
on by some unusual effort. They simply 
take in a few deep breaths, wind up the 
machine and go to it. The result is a big 
increase in business. Mr. Gass said that 


one that impresses itself most forcibly on 
his mind. He becomes accustomed to its 
plan of doing business. Instinctively, he 
compares all other life insurance com- 
panies with It is in a sense “his” 
company. It is certainly the life insur- 
ance institution for which he can do the 
best work. 

There is too much unnecessary chang- 
ing of company connections in life insur- 
ance work. A general agent becomes dis- 
satisfied, decides to throw up the 
sponge, and makes a contract with an- 
other company. In a great many in- 
stances his differences might have been 
amicably adjusted. But a_ successful 
general agent sometimes imagines him- 
self to be of considerable importance 
and influence. He looks upon himself 
as decidedly more of a factor in 
his own territory than the company he 
represents, Accordingly, he opens a new 
general agency with another company and 
takes his agency force with him. 

In cases of this kind it is often ob- 
served that gradually the agents will drift 
hack to the old company. They cannot 
accustom themselves to the new connec- 
tion, and are unable to do their best work 
with a company with which they are not 
familiar. In spite of the general agent’s 
hold on them and their admiration for 
him and his ability, they will one by one 
align themselves with their first love. This 
is not always the history of agency 
changes, but it is quite frequently. It is 
because a general agent is not likely to 
hold his men in a new connection that he 
is doing them such an injustice in taking 
them with him. If a general agent must 
inake a change, he should be slow about 
switching agents. Usually, he can build 
up a more permanent force of producers 
by getting new men entirely. Switching 
of agents rarely if ever pays either the 


agent who does the switching or the 
agents who are switched. The man 
who “sticks” gets the best results 


More Steam 


this need not draw on the reserve power 
great The of in- 
creased business is harder work. 
devoting all the working hours to work. 
It means hard, intelligence, 
enthusiastic effort. 

Agency leaders no doubt will agree that 
every man can do much more than he is 
doing without strain. When business is 
said to be poor the agent who puts on 
extra steam changes bad times into good 
times. In the same way good times 
could be made even better. 


secret 
It means 


to any extent. 


persistence, 











Albert Bettinger, 
Ohio National of Cincinnati, 
last week, was one of the civic leaders 
and prominent citizens of Cincinnati, 


pathies and essentially a man of char- 
acter. He was interested in the Ohio 
National from the beginning and one of 
its guiding spirits. Finally he was pre- 
vailed upon to accept the presidency 
and although not devoting himself ac- 
tively to the company he gave it care- 
ful supervision and spent daily a couple 
of hours at the office. 

ministration the Ohio 
quired a reputation of aggressive con- 

servatism and under this policy it forged 
to the front among the younger west- } 
ern companies. Although pre-eminent 

as a lawyer, Mr. Bettinger possessed a 

keen business sense, coupled with the | 
highest ideals of business conduct and | 
good citizenship. . He worked unsel- | 
fishly for the good of his city and oc- | 
cupied many places of civic responsi- | 
bility and honor. He was always a mar 
of his word. He took a great interest 
in the Ohio National and was revered 
by the agency force, to whom he was 

an inspiration and a leader, although 

not actively an insurance man. Re- 

cently, during “Bettinger month” in 

May, while he was lying on his death | 
bed, although this was not generally 
known, the field force rolled up nearly 
two millions in his honor and he called 
a stenographer from the office to whom 
he dictated many personal letters of 
appreciation and friendly remembrance. 
Mr. Bettinger’s administration will go 
down as the one in which the Ohio 
National gained a real foothold in the 
insurance world and became one of the 
established and recognized companies 
of the west. 


William A. Law, retiring president of 
the First National Bank of Philadelphia, 
was installed as president of the Penn 
Mutual Life last Saturday morning with 
no ceremony other than a multitude of 
congratulations by wire, letter and in 
person. His office was fragrant with 
flowers, including a large bunch pre- 
sented by George K. Johnson, who had 
been president of the Penn Mutua! 
since 1906 and who came in for a gen- 
erous share of the congratulations. Mr. 
Johnson is remaining in an advisory 
capacity. 

President Law did not enter the great 
Penn Mutual building as a stranger, 
but has been familiar wth the com- 
pany’s activities for several years as a 
member of the board of d‘rectors, which 
elected him to the presidency nearly 
three months ago. He is 58 years old. 
As president of the Pennsvlvania State 
Bankers’ Association and of the Ameri- 
can Bankers’ Association, he achieved 
national prominence in finance‘al circles. 
He is a director of the Fi-e Association, 
the Victory Fire and the Reliance. Mr. 
Johnson has been actively ident‘fied 
with the management of the Penn Mu- 
tual Life for 33 years, having served as 
vice-president in charge of agencies be- 
fore being elected to the presidency. He 
is 73 years old. 


President George Kukns 0? the Bank- 
ers Life of Iowa went fishine in Long 
Lake, Wisconsin, last week. On one day 
he decided to try out a new lake where 
bass were reported to he nymerous. He 
spent one whole day fightine his way 
into this lake. but once arrived there 
an hour and a half of fishing netted a 
beautiful string of 22 bass for Mr. 
Kuhns and his comnanions. 


Miss Alice Lakey of New York. editor 
of “Insurance.” delivered an address 
last week at the convertion of the Gen- 
eral Federation of Women’s Clubs. 
Miss Lakev spoke on “Insurance as a 
Factor in Thrift: What Tt Con Do for 
Your Child and for You.” Miss Lakey 
urged that women make themselves 
familiar with ordinarv life, income in- 








surance and college education insurance. 


president of the | 
who died | 


a man of broad vision and deep sym- | 
| ample of what may happen to a widow 


She suggested that they urge their clubs 
to study three forms. She explained the 
purpose of income iife insurance and 
cited the looting of the New York, New 
Haven & Hartford railroad as an ex- 


who is dependent on what is commonly 
regarded as a good investment for an 
income. Miss Lakey told how the col- 


| lege education life contract issued by a 


operates, and 
adds $40,000 to 


companies 
education 


number of 
stated that 


| the average life of a man or woman. 
Under his ad- | 
National ac- | 
| agency director for the New York Life 


The many friends of Flamen Ball, 
in Cleveland, will be sorry to learn that 
ill health has compelled him to lay aside 
his work for several months. Mr. Ball 
has been in the business more than 20 
years, and has seen the local agency for 
his company grow from a comparatively 
small office to be one of the largest in 
the country, with more than a hundred 
agents under contract, and a yearly pro- 
duction of nearly $20,000,000. 

Overwork is given as the cause of Mr. 
Ball’s breakdown. At present he is 
recuperating at a cottage in Madison, 
Ohio, and later plans to spend some 
time at his summer home in Maine. 


William C. Walker, southern New 
Jersey and Delaware manager for the 
Fidelity Mutual Life, of Philadelphia, 
died of heart trouble at his home in 
Atlantic City last Friday. Although Mr. 
Walker rounded out his 25th year with 
the company last March, he was still so 
keenly interested in the insurance busi- 
ness that he won an honor banner for 
being one of the biggest producers in 
the ranks of the Fidelity Mutual 
throughout the country for the year 
which ended last month. The presenta- 
tion was made at the annual convention 
of the Leaders’ Club at Atlantic City. 
He has held various offices in this club 
from time to time, the offices being self- 
elective on the basis of sales production. 
Last year he was second vice-president 
of the club. 


Frederick Mundhenk, general agent 


of the John Hancock Mutual Life at 
Toledo, died a few days ago. He be- 
came connected with the company in 


the Columbus agency in March, 1899 
and in 1901 moved to Toledo to rep- 
resent the company there. 

Arthur C. Savage, Iowa state insur- 
ance commissioner, is recovering from 
an operation for gall stones performed 
at Mercy Hospital, Des Moines, Satur- 
day. Mr. Savage has been in ill health 
for some months but it is expected that 
the operation will afford him permanent 
relief. 


M. E. Singleton, president of the 
Missouri State Life, is spending his 
honeymoon in California. He was mar- 
ried there recently to Miss Mary Perry, 
who was formerly house nurse at the 
Hotel Del Monte. Mr. Singleton met 
her while he was {ll at the hotel, and 
the acquaintance thus formed speedily 
ripened in something more serious. 


Frank L. Travis, commissioner 
of insurance in Kansas, was in San 
Francisco last week attending the an- 
nual gathering of the Disabled Veterans 
of the World War. 


M. M. McConaughy of Reed & Mc- 
Conaughy, agency managers for the 
Bankers Life of Towa in southern Cali- 
fornia, with headouarters at Los An- 
geles, died as a result of a mastoid oper- 
ation. Mr. McConauchy was one of the 
nonular members of the Bankers Life 
field force and one of its strongest 
agency managers. 


Col. 


A. B. C. Mott has been annointed as- 
sistant secretary of the Midland Life 
of Kansas Citv. Mr. Mott was formerly 
with the Missouri State Life. 
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RATLIFF TO RESERVE LOAN 


Mississippi Superintendent of Agents 
of Jefferson Standard Takes General 
Agency for State 


W. D. Ratliff, superintendent of 
agents for the Jefferson Standard Life 
in Mississippi, has resigned to become 
manager of the Mississippi agency of 
the Reserve Loan Life of Indianapolis. 

Mr. Ratliff has had a long and suc- 
cessful experience in the life insurance 
business. His first work was for the 
Mutual Benefit. Later he entered the 
service of the Penn Mutual, and after 
a year became general agent in Missis- 
sippi for that company, in partnership 
with Felix E. Gunter, now vice-presi- 
dent of the Canal-Commercial Bank of 
New Orleans. Upon Mr. Gunter’s re- 
tirement, the agency was continued by 
Mr. Ratliff in a partnership with D. W. 
Bufkin and J. N. McLean, Mr. Ratliff 
selling his interest to his partners in 
1916. The following year he formed a 
partnership with the late W. W. Brad- 
shaw, representing the Jefferson Stand- 
ard. After Mr. Bradshaw’s death in 
December, 1920, Mr. Ratliff was ap- 
pointed to the postion which he has 
just relinquished. 


G. Stanley Clarke 
G. Stanley Clarke will 

agent at Richmond for the 
Mutual Life when that company is 
mitted to Virginia. The company 
plied recently for a Virginia license and 
the license will probably be issued this 
week. Mr. Clarke will have offices at 
409-11 American National Bank build- | 
ing. For the last two years he has been 
on the staré of Diggs & Cary, general 
agents at Richmond for the Penn Mu- 
tual. Previouslv for nine months he was 
with the Travelers in Richmond. With 
both companies he established a good 
record as a salesman. He is a lawyer 
by profession but has not practiced 
since 1917 when he enlisted and fought 
overseas as a lieutenant of artillery. 


be general 
Minnesota 
ad- 
ap- 





Frank W. Engel 
Frank W. Engel has resigned as field 
supervisor of the Peoria agency of the 
Lincoln National Life, and will succeed 


Frank W. Smith as agency manager 
with the American National of St. 
Louis, 


Mr. Engel is a man of varied and suc- 
cessful experience. Prior to going with 
the Lincoln National, he was Illinois 
state manager for the New World Life 
of Spokane. Mr. Engel is a large per- 
sonal producer and a splendid organizer. 
and is well and favorably known in 
the Illinois insurance fraternity. 


Charles Kurzweil 


The establishment of a New York 
City agency under the management of 
Charles Kurzweil is announced by the 
Guardian Life of New York. This new 
office is located at 1194 Loew Building, 
Broadwav at 45th street. 

Mr. Kurzweil is a life insurance man 
of extensive experience and enjovs a 


wide acquaintance among New York 
insurance men. He started in the busi- 
ness twentv vears ago as an agent. 


After several vears of successful per- 
sonal production. he took up agency 

organization work and of recent years 

has specialized in the recruiting and 
training of new agents for one of the 
gaa general agencies in New York 
ity. 


National Reserve Texas Managers 
The ‘National Reserve Life has com- 


menced business in Texas and has di- | 


vided the state in six districts, appoint- 
ing a manager for each district. 
FE. Moore has chargve of the Fort Worth 
district, 
G. W. Platter the Houston district, C. 


' California. 


Fred | 


7. F. Pool the Dallas district, | 


M. Click the San Antonio district, J. B. 
Taylor the Austin district and Sneed & 
Sneed the Panhandle district, located at 
Lubbock. 

These men are all experienced life in- 
surance men and are producing a large 
volume of business. 


C. E. Weldon 


C. E. Weldon of Memphis, who has 
been representing the Reserve Loan 
Life of Indianapolis as general agent in 
West Tennessee, has resigned and ac- 
cepted a contract with the Northwest- 
ern National of Minneapolis. The Re- 
serve Loan has not yet announced his 
successor in Memphis. 


Opens Vancouver Office 


Travelers has opened a branch 
Vancouver, B. C., with John A 
Clark as manager of the life and accident 
department and Homer PD. Sherwood, 
manager of the liability department and 
the Travelers Indemnity. The agency of 
J. A. Purdue in which the company has 
been represented will be identified with 
the branch office. 


The 
office at 


new 


Miller to Montana Life 
E. Miller has been appointed 
agent for the Montana Life for 
and Contra Costa counties in 
He will maintain headquar- 
ters in Oakland. Mr. Miller is a former 
fire insurance special agent, having been 
with the Hartford Fire covering Montana 
for a number of years 


GS A, Tigert 


Charles 
general 
Alameda 





c. A. Tigert has returned to the service 
of the Great Republic Life as special 
agent at Ardmore, Ckla., under J. R 


Railey, manager of the southwestern de- 
partment of that company at Dallas He 
has recently represented another com- 
pany district manager in the 
| locality. 


as same 


E. H. Hillman and C. T. Melick 


E. H. Hillman and C, E, Melick have 


| been appointed district managers of the 
Ia., 


| Union Central Life at Marshalltown 
succeeding H. W. Shove, recently re- 
signed to become district agent of the 


Mutual Life. 


| FIELD MEN IN FINAL RALLY 


Chicago Rate Book Workers Listen 
| to Able Addresses by T. F. L. 
Henderson and C. H. Bell 


The Life Insurance Field Men's 
Club of Chicago held its final meeting 
of the season last week, with T. F. L 
Henderson, of the LaSalle Extension 

' University, as principal speaker. Mr. 
Henderson is one of the star platform 
men for the Chicago Association of 
Commerce and gained considerable 


prominence throughout the middle west 
for his public speaking. He gave a 
good sales talk to the men and made 
some suggestions for approaching prob- 
lems in field work. Chester H. Bell. 
trust officer of the Continental & Com 
| mercial National Bank, was at the ban- 


auet and discussed “Insurance for In- 
| heritance Taxes.” Mr. Bell presented 
| the matter of trust funds from the 
| standpoint of both bank and insurance 
|} company. There were several promi- 
|} nent guests. including Warden West- 
| brook of Chicago. The business ses- 


| sion followed the speaking program at 
which President John H, Stevens ap- 
pointed a nominating committee to re- 
nort with a slate of officers at the first 
fall meeting. 








Starts “App-a-Week” Contest 


The Minnesota Mutual has started an 
“app-a-week” contest, beginning July 2. 
Prizes will be awarded 
| ranging from $10 to $150. Each week 
its sales material will feature some par- 
The contest 


| 
| 
| 
| 
| 


jand August 26. 


| ticular form of policy. 
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ljaims to cultivate steadiness and 


| formity of production. 


uni- 
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Having recently entered 
Indiana 


THE FRANKLIN 


Life Insurance Company 
ot Sprjngfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 

ool Rine 
Contract direct with the 
Company. 

linn 
Over $125,000,000 of in- 
surance in force. 

olin 


The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 
“Aggressive Conservatism” and the splendid co-oper- 
ation between the Company and the Agency Staff. 


Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 


you the details of our proposition. 


Write direct to the Home Office, 
Springfield, Ill. 
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DAKOTA LIFE 
INSURANCE COMPANY 


WATERTOWN, SOUTH DAKOTA 


A strong conservatively 
aggressive Company 


If YOU’RE big enough to handle a 
General Agency, and can prove it; 
willing to demonstrate your produc- 
tivity before asking for special con- 
cessions, WE can arrange a direct 
Home Office contract that will meet 
with your approval. 
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LOS ANGELES PICKS AYARS 


New Officers Elected at June Meeting 
—Good Program of Inspirational 
Addresses 


Los Angeles association at its last meet- 
ing elected officers for the coming year 
as follows: President, George W 
Ayars; first vice-president, Ward H. 
Porter; second vice-president, Alex A. 
Dewar; secretary-treasurer, Spencer S. 
Cole; executive committee, W. 4 
Murphy, chairman; Charles L. Lewin, 
M. R. Jones, R. S. Babcock. The ex- 
ecutive committee is composed of eight 
members, four of whom (selected by 
lot) held over from the December elec- 
tion, these being A. M. Anderson, Chas. 
W. Chech, Walter G. Hudson and Earl 
B. Stirdivant. A rising vote of thanks, 
in recognition of his successful admin- 
istration, was tendered to the retiring 
president, Chas, L. Lewin. 

President Lewin gave a brief account 
of the meeting in San Francisco June 
12, of the Northern California Associa- 
tion, in connection with which a portion 


bers of the Los Angeles Association. 
After a talk by Mendel B, Silberberg, 
commander of the American Legion, in 
regard to plans for a survey of the 
former service men in Los Angeles and 
vicinity, ascertaining their needs and 
helping them in any ways that the 
condition of the individual may warrant. 
A committee was appointed by the 
president to arrange for the association 
to assist in the movement, the work to 


























Seventy-Nine Years of Service 


Our first policy was issued in 1843. 


Up to December 31, 1921, we had paid $1,736,129,572 to policyholders 
and beneficiaries, and had accumulated $675,319,164 for them. Dividends 
to policyholders totaled $361,465,227 in the same period. 

Total insurance in force at the end of 1921, $2,472,651,779. 

Corporations and Partnerships protected by Business Insurance. 
Inheritance tax provision for large or small estates. Philanthropic ii- 
stitutions endowed.’ Income policies for the protection of homes and 
dependents. Annuities for the aged. Up-to-date Disability and Double 
Indemnity provisions. 


For terms to producing Agents address 


The Mutual Life Insurance 
Company of New York 


34 Nassau Street, New York 

















1867 EQUITABLE LIFE 1922 


Insurance Company 


OF IOWA 


Results of 1921 
Insurance in force ................... $286,934,616.49 
cc eccccccec ce I9ped4,099.04 
Ratio of Actual to Expected Mortality......... 34.7% 


68% of all business written since organization still in force. 


For information regarding Agencies 


Address:—Home Office: Des Moines 





be divided among the various companies 
on basis of membership. 
Value of Mental Suggestion 
The first speaker was Jesse H. Taylor 
of the New York Life, whose subject was 
“Doubling My Income Through Mental 
Suggestion.” Mr. Taylor's address voiced 
an appeal for greater efficiency on the 
part of the ambitious salesman of life 
insurance and recognition of a few sim- 
ple facts of practical business psychology 
and their application, as a means to that 
end, to the tasks and the problems en- 
countered in the daily work. 
“Sales Suggestions” was the subject of 
A. M. Anderson, author of “Anderson's 
Classified Selling Arguments,” who re- 
ferred briefly to his early experience as 
an agent in the field and the fact that 
in the beginning the results were not as 
satisfactory as they might have been. In 
an effort to discover the cause he an- 
alyzed his interviews and found that the 
various objections to the purchase of life 
insurance which were raised by pros- 
pects aggregated 43, of which 15 were 
common objections. By studying the 
methods of other salesmen, reading in- 
surance journals and attending associa- 
tion meetings, he ascertained the most 
effective answers to those objections and 
memorized them. The result was in- 
creased confidence and consequent suc- 
cess in the production of business. 
Arthur P. Chipron gave an inspiring 
talk on “The New Profession,” directing 
attention in a forcible manner to the | 
present high plane on which the institu- | 
tion of life insurance rests and the high 
standard of requirements of the success- 
ful salesman of this service, the greatest 
of all professions except the clergy. | 
Mr. Chipron concluded with a stirring | 
appeal to “keep life insurance for life 
insurance men,” eliminating brokerage | 
business so far as possible. He also sug- 
gested that, if necessary, a fund be 
created by the association to be used in 
guarding the life insurance estates =f 
| 


the widows and orphans of Los Angeles 
from through invest- 
ments, etc. 

The closing address, “My Job and I,” | 
was delivered by Dr. R. B. von Klein- | 
Smid, president of the University of 
Southern California, and related to the 
new spirit of cooperation and apprecia- 
tion that exists among men in a larger 
measure than ever before in the history 


loss unfortunate 


of the world, each having a higher re- 
gard for the value and the dignity of the 
service rendered by the other and more 
fully realizing their interdependence, 

*x* * * 


Ogden, Utah.—William Allison, dis- | 














trict manager for the Equitable Life in 


LOS ANGELES, CAL., July 5—The | 


of the program was presented by mem- | 


| Club, 


| northern Utah, with headquarters here, 
has been chosen to head the Ogden as- 
| sociation for the coming year. 
“ec @ 

Omaha, Neb.—At the June meeting of 
|; the Omaha association, offices for the 
|} ensuing year were elected and reports of 
| retiring officers read and approved. 

The association voted six months ago 
to change the fiscal year and tenure of 
offices to run from July 1. Conforming 
to this vote officers were then elected 
for a short term. Robert T. Burns, spe- 
cial agent of the Northwestern Mutual 
Life of Milwaukee, has very efficiently 
headed the association for that period 
and with almost unanimous support of 
the leading agencies has accomplished as 
much constructive advance for the organi- 
| zation as has been made before in a full 

term. 

The special 


publicity campejgn and 


luncheons with prominent speakers will 
be continued and the work of placing 


life insurance business on an ever higher 
plane forcefully advanced. The Omaha 
association plans a drive to secure the 
National Association meeting for Omaha. 

Officers elected were: President, FF. N. 
Croxson, manager New York Life; vice- 
president, C. T. Platt, special agent, Mu- 
tual Benefit Life; secretary, R. W. Gentz- 
ler, agency supervisor, Prairie Life; treas- 
urer, Charles Eyre, general agent, Provi- 
dent Life & Trust; national committee- 
man, Robert G. Burns, special agent, 
Northwestern Mutual Life. 

R. W. Gentzler, reelected secretary, has 
been a hardworking and efficient officer, 
and no oversight of mention of his serv- 
ices would be permissible. 

* * x 

San Francisco, Cal.—Members of the 
Northern California Association were 
the guests of the Kiwanis Club of San 
Francisco at a meeting Thursday to hear 
an address on “Estate Hazards of Life 
Insurance” by Judge Charles J. Orbison 
of Indianapolis. Judge Orbison gave a 
comprehensive and interesting outline of 
| the value of life insurance as the basis 
of all estates and explained his past ex- 
perience as a probate judge handling 
estates and wills. 

The judge stated that the material 
estates, consisting of stocks, bonds, 
lands, ete., were all subject to shrink- 
age while the life insurance policy was 
always the same face value. He also 


| told of the value of a life policy in fili- 


ing the void when an estate or will is 
subject to litigation, claiming that the 
life insurance policy was the only in- 


stitution of its kind in the world which 
would allow a man to die knowing 
positively that it would be distributed 
exactly as he desired it to be distributed. 

He also dwelt upon the monthly in- 
come plan as being the best form of in- 
surance for the business man of today. 


The meeting was arranged by R. L. 
Stephenson of the Union Central Life 
and Guy C. Macdonald, secretary of the 


Kiwanis Club of San Francisco. Charles 
W. Helser, vice-president of the West 
Coast Life and president of the Kiwanis 
presided. There were more than 
100 active life insurance salesmen pres- 
ent and it was the first time in San 
Francisco that a business men’s organ- 
ization was addressed in such a manner. 
Prior to the address Mr, Helser intro- 
duced Sol J. Vogel, president of the 
Northern California Association, and 
Seth B. Thompson, vice-president of the 
organization, to the assemblage. 


* * * 
Memphis, Tenn—The Memphis asso- 
ciation last week held its annual elec- 
tion. A month ago R. Henry Lake was 


appointed as chairman of one nominat- 
ing committee and J. E. Lippett chair- 
man of the other. Both committees made 
a joint report which resulted in the 
unanimous election of the following: 
Dorion Fleming, president; Sam _ H. 
Stout, vice-president; Homer L. Higgs, 


| secretary. Thomas B. Hooker, treasurer; 


Joe M. Smith, member of executive com- 
mittee of National association. Local 
executive committee, Cliff S. Blackburn, 
R. Henry Lake, J. B. Emery, George P. 


| Phillips and Mrs. Mary E. Murrelle. 


It is the plan of the association this 
year to devote 30 minutes each monthly 
meeting demonstrating sales, rapid fir: 
sales talks, and other educationa] work. 
The program committee for three months 
is composed of Alfred Boyd, R. H. Moore 
and K. G, Duffield. 

x * * 

Boston, Mass.—The second annual out- 

ing of the Boston Association was held 
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at the Atlantic House, Nantasket Beach, 
last week, with an attendance of 100 or 
more Boston and nearby underwriters. 
Through the courtesy of the Aetna Club 
of Boston also on outing the same day 
at the same place, the association men 
marching behind the Aetna Club band 
and various of the activities of the out- 
ing were held jointly. 

Athletic sports filled up the day with 
a fine dinner, bathing and other shore 
festivities. The More & Summers agency 
defeated the National Life men at base- 
ball, 6 to 2. Franklin W. Ganse, presi- 
dent of the association, presided at the 
dinner and there was some impromptu 
speaking. The evening was spent in 
Paragon park. 

* * * 


Dallas, Tex.—Fifty-five new members 
were elected at the June meeting of 
the North Texas Association. The next 
meeting will be featured by election of 
officers. A nominating committee con- 
sisting of E. S. Albritton, Howard Odom 
and James F. Rodgers is now looking 
for the best available material. It was 
said practically every old official has 
positively refused to be reelected, claim- 
ing that other insurance men should be 
given a chance to show their push and 
hustle. 

Announcement was made that some 


a) 


BY 


1 ‘ L | 
members of the association would attend | |; 
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the annual convention of the National 
Association Aug. 22-24. 


=» moun | American National Insurance Company 


Howland has been elected president of | 
the Johnstown Life Underwriters Asso- 


Johnstown and Altoona, 
OF GALVESTON, TEXAS 


ciation. A. H. Kelly has been elected 

president and Harry Shaw, secretary, of | W. L. MOODY, JR. SHEARN MOODY, w. J. SHAW, 

the Altoona association. President Vice-President Secretary 
* * x 


Louisville, Ky.—Lewis C. Cook, newly 
elected president of the Louisville Asso- FINANCIAL STATEMENT, DECEMBER 31, 1921 


ciation, has been selected as national com- 





mitteeman and will attend the national ADMITTED ASSETS LIABILITIES 
ated . 2 99.9 
convention at Toronto Aug. 22-24 iii Real Estate Owned..............$ 896,517.61 Net Reserve, American Ex- 
ee iil Mortgage Loans (First Lien). .....4,108,612.42 perience (3 and 349%) . .$9,261 807.63 
‘ — . . | Collateral Loans............ oe 1,000.00 Special and Contingent Reserves 204,251.00 
c Rochester, N. ¥.—The twentieth annual | Loans Made to Policyholders (on Reserves for Death Losses in | 
picnic of the Rochester Association was this company's Policies 1,198,944.47 Process of Adjustment or | 
held at East Maplewood last week with Bonds aipneknedsn ~+ee.. 3,536,822.42 Adjusted and Unpaid . 105,608.25 
a large attendance ie Ch 0 SD. 4 neensasens .« «4 463,977.37 Reserves for Taxes........ ; 129,129.51 
*« * x Certificates of Deposit sme 6,908.28 All Other Liabilities -- 158,244.72 | 
iil Interest Due and Accrued. 237,661.04 Capital Stock . $500,000.00 | 
Lansing, Mich—J. Arthur Pino was Deferred and Uncollected Pre- Assigned Funds..... 243,252.00 
named president of the Lansing Associa- — (Less Loading 221,999.36 Surplus - .. 1,070,643.81 
tio a ts at ‘ electio as week, All Other Assets. : : 493.95 _ - 
ion ea innual ction last t Surplue to Policyholders - 1,813.895.81 


S. Belding Simmons is the new vice- 
poestfient; Pres D. Wiisen, secretary, ane TOTAL ASSETS $11,672,936.92 TOTAL LIABILITIES... 
George Donnell, treasurer. The follow- 
ing directors were named: R. Guy Brown- 
son, chairman; N. E. Glassbrook, C. A. | 
Egeler, Racy Scofield, I, D. Wallington | 
and J. P. Leatherman 


$11,672,936.92 } 


Ordinary and Industrial Life Insurance in Force, $157,699,773.00 
Operates in Nineteen States and the Republic of Cuba 








WITH INDUSTRIAL MEN iz - — 
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BUYS NEW OFFICE BUILDING | 


Eureka Life of Baltimore Has Pur- 
chased the Bible House on East 
Fayette Street 


The Eureka Life of Baltimore, Md., 
has made _ several promotions and 
changes in the industrial department. 


J. C. Jones, who has been assistant ! 
superintendent of Frederick, Md., has | 


been appointed superintendent of the 
Harrisburg, Pa., district. Mr. Jones has 
rapidly advanced, having been with the 
Frederick organization since October, 
1920, when he started as an agent, being 
promoted to an assistancy after nine 
months. He will be succeeded as as- 
sistant at Frederick by C. J. Rodgers, 
who has been making an excellent rec- 
ord as an agent in that district. 

The purchase of a six story office 
building in Baltimore has been necessi- 
tated by the rapid growth of the Eureka 
Life. The house at 8-12 E. Fayette 
street, a six story brick and steel build- 
ing, was purchased by the Eureka Life 
for $120,000 and the transfer of the pres- 
ent property at 9 East Franklin Street. 
The Eureka Life is 40 years old and has 
occupied the Franklin street building 


for 30 vears. The new building, how- ! 


ever, will give sufficient space to branch 
out and expand the company’s business 
according to the present plans of Presi- 
dent John C. Maginnis. The company 
has applied for a permit to install out- 
side elevators which can be used for 
carrying automobiles to the basement 
for parking. This would greatly relieve 
the business section from traffic con- 
gestion. The building will be remod- 
eled inside and the outside will be 
cleaned and improved. It was erected 
after the fire of 1904 and is a compara- 
tively new and up-to-date building 


NEWS OF THE PRUDENTIAL 


Many Agents continue to Make Head- 
way Along the Line of Reduc- 
tion in Arrears 





While the vacation season is well un- 
der way and premium payers are not 
always to be found home, many agents 
of the Prudential are continuing to make 
headway along the line of arrears re- 
duction by the collection route. As an 
example, Assistant M. M. Morris of the 
Hamilton district inspected the debit of 
Agent J. J. Temming and between them 
they succeeded in collecting $100 over the 
debit, thereby, materially improving the 
arrears and at the same time increasing 
the advance payments to the most favor- 





ible figure indicated on his account since 


the first of the year. ’ 
ents Joseph F. Loney of Kansas City |! (NE OF THE REASONS for The Shenandoah’s 
Louis No. 3, Mo., Floyd C. Howard of Unprecedented Success—The S-O-M-E Policy 

1. 


Tulsa, Okla., and Leo E. Roe of Oklahoma 
City, Okla., have been promoted to the $10,000 } 
t fORDINARY DEATH 


position of assistant superintendent in 


their respective districts $14 683 


Agent Alfred Roehrig, of Mount Ver- 9 od — " 7 . 
non, N. Y., District, recently wrote $25,000 2. $20,000 ACCIDENTAL DEATH 
of ordinary protection on one life | : {PER MONTH FOR LIFE IF TOTALLY 
co a Miller, agent of the York, Pa., | 3. $100 7 DISABI ED 
district, has the honor leading Division A Gintoc = 
“K”" in amount of ordinary net new busi- — — 


ness for the year, including week and is 
No. 2 in the entire company 


Agent C. S. Wright of Dover, Del., is 


. / 
$10,000 -TO YOUR FAMILY UPON YOUR DEATH 


No. 2 in Division “K” and stands ninth in | $14,683 

the Geld. - - a And matures as an old age endowment. Premiums payable for 

RP oa oe it te atnboone oe 20 years, with four liberal options NOT DEPENDENT UPON EX- 

a reies ° é » Sts 9 é é 7 e . T . 

rank of No. 84 among the industrial AMIN ATION. . om ees — . — — — 
ONLY ONE OF OUR MANY LIBERAL POLICY CONTRACTS. 


agency leaders of the Prudential, has | 
demonstrated that through conscientious | 
work and thorough knowledge of his con.- | 
tracts new agents with no previous in- | risks 
surance experience can be up with the OUR STRENGTH—$2.06 for every dollar of liability 
top-notchers He became an agent six . ‘ 
months ago and besides his splendid in- Th Sh d h Lif I Cc 
dustrial results has maintained a good eS enandaoa ire insurance oO. 
condition of account and placed his share Roanoke, Virginia 
of ordinary business. ’ . 
oe : General and District Agency openings in Arkansas, North Caro- 
lina, Virginia, West Virginia, New Jersey, Tennessee, and South Caro- 


We also offer Double Indemnity and Disability as well as all 
forms of policies (except Term) to women at the same rate as male 


The conservation of his industrial debit 
is a vital feature and quite as essential! 
to the well being of the agent as the lina. 
proper production of new business In On Agency matter 
this connection Assistant Superintendent 
Edmond Bourassa and staff, including 
Agents Joseph Archibald, Albert Morin, ; eS aa 
Alphonse Lachance and Ludger Pare of —+>S = . a . a 
the Quebec, P. Q., District, have made a 
most unique record The arrears on the 
debit of this assistancy have been prac- 
tically at a minimum for the past two or 
three years and afford a striking ex- 
ample of what can be accomplished in 
conservation by systematic methods of | 
collection intelligently applied. 

Upton D. Garlaugh, who operated as 
an agent in the Dayton, Ohio, district, is 
promoted to assistant superintendent in 
that district Superintendent Fred E. 
Shelton of Detroit No. 1, Mich., is trans- 
ferred to take charge of the Dayton, Ohio, 
district, to fill the vacancy caused by the 
death of former Superintendent William 
T. Nuttall. 

Agents E. V. Heughan, New Orleans, 
La., J. T. Smith and J, H. Porterfield of | 
Atlanta, Ga., have been promoted to the 
position of assistant superintendent in 
their respective districts 

Agent David Felder, of Jamaica, L. L, 
is hitting things up in the proper style, | 


address—W. F. MACALLISTER, Agency Manager 











THE COMPANY OF 


——— oe 
SALESMEN— 
as shown by the splendid all-around re- | 


sults credited to him. Not only is he the | 


leading agent in Division B in the ordi- 
nary branch, but is also among the first GEO.KUHNS PRES DES MOINES 
ten in industrial. 














J. W. Reinhard Advanced 


J. W.. Reinhard, superintendent of 
the Lakeview district of the Western 
& Southern Life in Chicago, has been | 
made superintendent of agencies of the 
northern division of the company, with ee 
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Co-operation That Counts 


Two of the features in THe GuARDIAN’s comprenhensive 
plan of service to Agents which aid our representatives to 


increase their production: 
A TratninGc Course for new Agents. 


The Prospect Bureau, 
bona-fide leads for all 


which develops real, 
Agents, old and new. 


If you want to know the whole story of what this 


Company is doing for its Agents, address: 


T. LOUIS HANSEN, Vice-Pres., or GEO. L. HUNT, Supt. of Agencies 


The Guardian Life Insurance Company 
OF AMERICA 


Established 1860 under the Laws of the State of New York 


Home Office: 50 Union Square, New York 








MR. SUCCESSFUL LIFE INSURANCE AGENT 


Do you want to secure a General Agency for yourself? If so, read this, :t is 


WORTH KNOWING 


A $5,000 Policy in the United Life and Accident Insurance Company 
guarantees 

FIRST, that in case of death from any cause, $5,600, the face of the Policy 
will be paid. 

SECOND, that in case of death from any ACCIDENT, $10,000, or double 
the face of the Policy, will be paid. 


THIRD, that in case of death from certain specified accident, $15,000, or 
THREE TIMES the face of the Policy, will be paid. 


FOURTH, that in case of total disability as a result of accidental injury, 
the Company will pay direct to the insured at the rate of $50 PER WEEK dur- 
ing such disability, but not to exceed 52 weeks, after which the weekly indemnity 
will be at the rate of $25 PER WEEK throughout the period of disability. Can 
insurance do MORE? And why should any man be satisfied with a policy that 
would do less? 


Annual Premium, Age 35, Ordinary Life, $128.05. 
Twenty Payment Life, $167.10. Twenty Year Endowment, $235.10. 


UNITED LIFE & ACCIDENT INSURANCE CO. 
Home Office, United Life Building Concord, New Hampshire 





nentgennane in the : Meeanaies building, 
Chicago 


John Hancock News 


Moses Demers has been promoted to 
assistant superintendent of the John 
Hancock and will take charge of the 
office at Danielson, Conn., reporting under 
the Webster Agency. 

The death of Frederick Mundhenk, 
general agent at Toledo, Ohio, occurred 
on June 24. 

On July 3 Charles C. 
of Hoboken, N. J., 
larger agency at 


Cook, heretofore 
assumed charge of the 
Jersey City. Henry 
Seinfel, heretofore superintendent at 
West New York, will assume charge of 
the Hoboken Agency. 

James Garrity was promoted from 
cashier at New Britain, Conn., to cashier 
at the larger district of Waterbury. 





liam J. Hughes goes in as cashier at New 
Eritain. 
The following agents are promoted to 


assistant superintendents: 

Albert D. Revoir at Meriden; William 
J. McDevitt at Chester; Andrew P. Cogan 
at Hyde Park; William F. Grof at Paw- 
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tucket, and William F. Tuggle at East 


| St. Louis. « 


| 
| 
| 


Wil- | 


;}agent to 


Walter Peterson was promoted from 
assistant-at-large at Chicago, 
Ill., and Charles Pennington was pro- 
moted from agent to application inspec- 
tor at Detroit I. 

Arthur N. Swigart was promoted from 
agent at Pittsburgh II to assistant 
superintendent at Pittsburgh I; Moses 
Demers was promoted from agent at 
Holyoke to assistant superintendent in 
charge of the Danielson office under 
Webster; James R. Silver was promoted 
from agent at Detroit II to assistancy at 
Cleveland I. 

Assistant Superintendent Joseph P. 
Gaynor was transferred from Chester to 
Philadelphia V. 


Industrial Notes 


Hilliard, superintendent of 
the Prudential at Youngstown, O., will 
entertain his agents and their families 
with a picnic July 14 at a local park. 

John W. Phillips, an agent of the 
Prudential at Columbus, O., is myster- 
iously missing and foul play is feared. 
He had just finished making his collec- 
tions before his disappearance. 


Jesse A, 





New Policies, 
Policy Literature, Rate 
and ‘“‘Little Gem,” 
$3.50 and $2.00 respectively. 


Books, et: 








Premium Rates, Dividends, 
Supplementing th= 
Published Annually in May and April respectively 


NEWS ABOUT LIFE POLICIES 


Surrender Values and all Changes in 
“Unique Manual-Digest”’ 
PRICE, 





/INCOME ENDOWMENT POLICY | 


| Guardian Life Tells about Its New 
Contract That It Recently Put 
on the Market 


| The Guardian Life of New York tells | 


| about the new policy it recently put on 


the market. It says: 
The “Special Life Income Endowment” 
is now ready to be issued. The policy is 


|; Written to mature as an endowment at 
ages 55, 60 and 65 only and contains the 
| following provisions: 

(a) If the insured survives the 
| ment period there will be payable 
}the monthly income stipulated in the 
} contract, the unit of such income being 
#10 per month (equal to 1 percent of 
$1,000—-referred to in the policy as the 


endow- 


|face amount). Such monthly income is 
| payable during the lifetime of the in- 
| sured, but if the insured dies before one 
hundred and twenty (120) monthly pay- 
|}ments (corresponding to a 10-year pe- 
riod) have been made by the company, 
|} the remaining payments will be com- 
muted and paid in one sum to the 


or to the insured’s estate if 
survives the insured. 
> * . 


beneficiary 
no beneficiary 


insured dies before the ma- 
endowment, the amount of 


If the 
of the 


(b) 
} turity 
insurance 








. “SAFE AS A GOVERNMENT BOND” 


— OE ar alas 


LIFE, HEALTH, ACCIDENT *~° MONTHLY INCOME INSURANCE. 


LATEST POLICIES AND AGENCY CONTRACT Hay: FACTS 
Openings OHIO, IND., KY, MICH. and W. VA. Write Columbus 











‘The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 


Clarence J. Daly, President 
Denver, Colorado 





INDIANAPOLIS LIFE INSURANCE COMPANY 


OPERATING IN 
Indiana, Illinois, Michigan, Texas, Florida and Minnesota 
NOTED FOR 
Large Annual Dividends, Modern Policies, Clean Record 
FRANK P. MANLY, President 

















claim by death 
face amount of the policy 
surrender value thereof, 
greater. At the ma- 
turity of the endowment, in place of the 
life income, the insured has the option 
of receiving the value of the policy in 
one sum, as follows: 
Maturity Age 


payable as a 
|} is either the 
or the cash 
whichever is the 


a ‘eenaw an ak $1,655 
GD acecccvcccccececcesssese 1,467 
Ee svcouthesnceessensearees 1,302 


endowment value in 
elect, 


satisfactory to 


of such 
insured may 
insurability 


In place 
cash the 
evidence of 





to him | 


Endowment Value | 


| This 


subject to | 
| period of 1921, being an increase of 40%. 


|} the company, to receive a paid-up life 
policy for the face amount, and to re- 
| ceive in addition thereto a cash payment ' 


as follows: 
Cash payment 
(besides paid-up life 


| Maturity Age policy of $1,000) 
a sttnbiviencunéenneensaee $1,045 
GP cavscvacéadevestondéouuss 800 
SD secneaveseunesecesaseeeus 579 


as well as accidental death benefits, are | 
granted in connection with thi« 
and it should be noted tha ider our 
disability clause the disabili:, income is 
payable as long as the insured lives and 
continues to be totally disabled, irre- 
spective of the payment of the regular 
endowment income. This means that, 
should the insured become disabled prior 
to attaining age 60 and survive the en- 
dowment period still being totally dis- 
abled, both the disability and the en- 
dowment income would be paid, unless 
one of the optional methods of settle- 
ment had been substituted for the en- 


Disability premium waiver and annuity, | 


policy, | 





cowment income. 





The accidental death benefit is granted ! 


| Cochrain 


under this policy as additional indem- 
|nity and not as double indemnity, for 
the reason that the additional payment 


the face amount and will 
as the amount of insurance 


is equal to 
not increase 
Increases, 
The income endowment policy on 
annual income basis is discontinued. 


the 


Connecticut General 


All policies of the Connecticut 
eral are now being issued on the new 
forms which were put into use on June 
1. The new edition is an innovation in 
forms of life insurance policies, and 
both facilitates the work of the issuing 
office and presents a neater document to 
the insured. The Connecticut General 
has six combinations on both participat- 
ing and nonparticipating forms. Each 
form may be with disability plans No. 
1, 2 or 3, and with or without double in- 
cemnity. The new policy arrangement 
makes possible any desired combination 
without erasure or special rider The 
principal policy contract itself is on the 
first page and following that are the 
various provisions, all included within 
the contract, sec that no matter which 
coverage the policyholder selects, the 
document itself will contain all pro- 
and require no addition other 
filling in of necessary amounts. 
cash, loan and sur- 


Gen- 


visions 

than the 
The usual forfeiture, 
pare. 


Detroit Life’s Record 


The record of the Detroit Life in new 
business written for June is $1,808,000. 
brings the total of new business 
written for the first six months of the 
year up to $7,885,000. This record com- 
pares with $5,669,000 during the same 


This production in June compares with 
$1,390,000 in June last year. 

Last year’s record was the greatest in 
the history of the Detroit Life up to 
June of this year. 


Allow Bond in Empty Grave Case 


The Texas court of criminal appeals 
has ordered the release from custody on 
bond pending appeal of B. J. Cochrain, 
convicted of swindling, and sentenced to 
two years in the penitentiary, the case 
being known as the “empty grave” case. 
was charged with swindling 
the Southwestern Life or a policy of 
$5,000, which was paid :n full to Mrs. 
Cochrain. Cochrain is alleged to have 
simulated death and was “buried”. 
The sheriff of Stonewall county had re- 
fused to recognize Cochrain’s appeal 
bond and he instituted habeas corpus 
proceedings to compel recognition of the 
vond. 
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JOHN L. SHUFF’S TALK 
DISCUSSES HUMAN ELEMENT 


President of National Association of 
Life Underwriters Speaks at North- 
west Congress Meeting 


John L. Shuff, president of the Na- 
tional Association, spoke on “The Hu- 
man Element In Salesmanship” at the 
meeting of the Northwest Congress of 
Life Underwriters last week. Mr. 
Shuff said in part: 

“The human element in salesman- 
ship is more essential to a life insurance 
agent than a man of any other profes- 
sion. It is true that the physician sells 
the science of medicine, the attorney 
the science of law, and the minister the 
science of life, and none of these are 
worth while unless applied. The in- 
surance salesman who doesn’t make a 
complete study of the human element 
is not in a pos.tion to get the confidence 
of his prospect. Hence psychology or 
whatever you may desire to call same is 
the foundation tor his success. We are 
selling an ideal—something of the fu- 
ture, a dream, a hope, a problem which 
has been definitely figured out in ad 
vance along the lines of unselfishness 
and responsibility, which must be felt 
by the average man, whether that re- 
sponsibility be for his business or his 
family. 

Cost Not Vital Factor 

“An insurance salesman who is worth 
while, is not a peddler but an advisor 
and a councillor, and before he can get 
anywhere or make an impression, it is 
necessary that he get the confidence of 
the prospect through his knowledge or 
the business, together with his person- 
ality. After this contact is established, 
it matters very little what reputable 
company he may represent. 

“Many times I have sold my pros- 
pect without even a mention of my 
company, the requirements as to what 
deposit he would be compelled to make, 
or any factor as to cost. In fact, more 
sales are spoiled by using the word 
‘Cost’ than by any other one thing, be- 
cause insurance is a science of saving 
and expectancy, and when you have 
thoroughly established this fact in the 
mind of the applicant, he readily sees 
that it is imposs.ble to make that com- 
bination alone. It takes cooperation. 


Value of Diagnosis 


“Salesmanship means enthusiasm, un- 
derstanding of your business and one 
must be fortified with knowledge. 
Hence the life underwriters of the coun- 
try are giving men the opportunity to 
mingle with one another, and to get the 
best out of the selling process by all 
agents using it intelligently and to a 
single purpose. 

“An insurance man is not worth 
while unless he can convince the pros- 
pect through his personality that the in- 
surance agent is doing the prospect a 
favor. Your object at all times should 
be to make your prospect want and fee! 
the need of this purchase. You can’t 
do this intelligently unless you can di- 
agnose each case on its merit without 
concern as to your own personal gain. 
When you ask a man to be unselfish as, 
to his family, you must be unselfish to- 
wards him as your client and, while 
you may not know it, your very anxi- 
ety to do him good will reach the spot 
and heart of the man. 

“I insist that the insurange business 
has a soul, and I want to make every 
agent sell the soul of insurance—some- 
thing that is ideal, something that is 
worth while, something that will en- 
dure, something that will create a mem- 
ory in the heart of the purchaser, and 
a kindly spirit towards the agent who 
caused him to do the best thing for 
his dependents. 


What Agent Must Have 


“You must have confidence in your- 
self and the article you are selling. How 
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FINE AGENCY MEETING 


HARRAUFF STAGES BIG TIME 


General Agent of the Franklin Life at 
Princeton, IIL, Dedicates the New 
Office Building 


The annual policyholders’ picnic, held 
by the O. B. Harrauff Agency of the 
Franklin Life at Princeton, LL, was 
an auspicious occasion this year, form- 
ing part of the dedication ceremony of 
the new Harrautf building in Prince- 
ton. There were between six and seven 
thousand at the picnic and a day’s pro- 
gram of entertainment was given these 
policyholders and their families. Dur- 
ing the afternoon there was a_ short 
speaking program at which Mr. Har- 
rauff welcomed the picnickers, to which 
Howard Keigwin of Walnut, responded. 
Edgar S. Barnes, treasurer of the com- 
pany, was present and spoke briefly on 





the Bureau county organization. The 
usual picnic sports, ball games and 
stunts were arranged for and in the 


afternoon the children were given 1,000 
balloons which were broadcasted. 


Annual Agency Meeting 


This picnic was followed the next 
day with the annual agency meeting in 
the new building, at which George B. 


Stadden, president of the Franklin Life, 


was the principal speaker. Mr. Stad- 
den commended the organization for 
its accomplishments and said that the 
?gency was one of the banner agencies 
ot the company, having ranked among 
the first six or eight for many years, in 
spite of company competition § with 
agencies in practically all of the large 
cities in the middle west and south. W. 
E. Bilheimer, sales manager at 5St. 
Louis, presided at the aiternoon meet- 
ing. The agents’ day closed 
banquet and reception at the country 
club. The last day of the three-day 
program was given over to a formal 
opening and public reception at the new 
Harrauff building. It was estimated 
that 15,000 Bureau county people en 
tered the building during the day. The 
building, which is of the most modern 
construction and has every convenience 
that would aid an insurance agency in 
its operations, was not entirely com- 
pleted, but several of the rooms were 
cleared and decorated for the occasion. 


can you have confidence if you haven't 
knowledge and aren’t sure of your un- 
cerstanding of the problem? An agent, 
hesitates as to a statement he is going 
to make, is losing ground and the appli- 
cant easily detects his uncertainty as 
to his statement. 

“Enthusiasm, honesty, and industry 
applied will sell our goods; and, re- 
member, that every man with health, 
earning power and in possession of 
wealth of a smaller or larger degree of 
forever a prospect, because of the con- 
stantly changing conditions of society 
as to taxes, manner of living, require- 
menta as to education, environment of 
family and the increased cost of liv- 
ing.” 


Correspondence School Next 


Correspondence schools of the coun- 
try are not behind other cducational in- 
stitutions in realizing the importance of 
including courses in life insurance in 
their curricula. From Scranton, Pa., 
where the International Correspondence 
School is located, comes word that D. 
E. Capterton, dean of the faculty of 
that institution, has the matter under 
serious consideration. 

It is stated unofficially that Dr. John 
A. Stevenson, vice-president of the 
Equitable Life of New York, who has 
had supervision of the educational work 
of that company, will prepare the course 
for the International Correspondence 
School. 


with a] 
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Our Agents Have 
A Wider Field— 
An Increased Opportunity 


Because we have Age Limits from 2 to 60. Policies for substantial amounts (up 
to $3,000) for Children on variety of Life and Endowment plans, thus enabling 
parents to buy all of the Family’s insurance on the Ordinary, i. e. Annual, Semi- 
annual or quarterly premium plan. Participating and Non-Participating Policies. 


Same Rates for Males and Females 


Double Indemnity and Total and Permanent Disability features for Males and 
Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


“THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL.” 

















KANSAS’ GREATEST LIFE 
INSURANCE COMPANY 


Invites Inspection—Inquiry of Integrity 


The Farmers & Bankers Life 
Insurance Company 


Home Offices Wichita, Kansas 
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Northwestern National Life Insurance Company 
MINNEAPOLIS, MINNESOTA 
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Mutual, with unexcelled dividend factors. 

Mortality 1921, 44%. 

Interest earned upon mean invested assets 6.03%. 
Assets of $109 to each $100 of liabilities. = 


Business in force 1917, $54,193,000 
Business in force 1921, $139,868,000 


Excellent direct general agency contracts available for ~ 
Central and Southern Ohio, Utah, Oregon and : 
Northern California 


ddd ILA!) JOO USERRA TSS 1 











14 THE NATIONAL UNDERWRITER 





July 6, 1922 














“Miracle” of Life Insurance 





) a recent laudatory article written by the editor of a 
magazine for salesmen, “How to Sell—and What,” The 
Columbus Mutual Life Insurance company of Columbus, 
Ohio, was declared to be the “Miracle” of Life Insurance 
because of its success in reducing cost of insurance and 
building up its surplus and because of what it has done for 
agents—enlarging their opportunities and increasing their 
rewards. Other companies in time, the editor predicted, 
will be ~~ 
President C. W. Brandon. “The accomplishments of Mr. 
Brandon are the marvel of insurance men,” he wrote. 
“They never thought it could be done. Now they are lay- 
ing their tributes at Mr. Brandon’s feet.” 


So great has been the demand for this magazine article 
that it has been republished in pamphlet form. The first 
edition of the pamphlet was quickly exhausted and a 
second issue has been published. A copy will be sent 


of this notice and forwarding to the Home Office. 


The Columbus Mutual continues to astonish. In 1921, 
it issued practically the same volume of new business as 
in 1920, the “wonder year.” It showed a gain of 25% in 
total volume, a gain of 33% in assets and a gain of 45% 
in surplus. Policy dividends were 50% greater than 
total death losses. The company is constantly enlarging 
its agency force. New agents added in 1921 wrote one- 
third of that year’s total production. 




















HE MIDLAND MUTUAL LIFE INSURANCE 
Company of Columbus, Ohio, an established, con- 
servative, high-grade and progressive Middle 
Western Company, has been admitted to Pennsylvania 
and will thoroughly organize it at once. 
General Agencies will be established at places were 
territories can be arranged. 
Men of character may apply to their advantage and 
those with local acquaintance will be preferred. 
Address Home Office. 
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to adopt the methods inaugurated by i | 


| insurance 


free to any one writing his name and address in the margin | | 





om IS income will be limited only by your activities. 
A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY, nid 


Cash Capital, $200,000.00 V. D. CLIFF, President 


ECRET OF OUR We have a contract for you under which your 
One 


OIT 
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The Masonic Mutual Life Association 


This Did Not Happen by Chance 














New Insurance Issued in 1921 ............. +-$ 42,448,000.00 
Gain in Insurance in Force. ...........6.+s0+ 30,124,750.00 
Insurance in Force Dec. 31, 1921.. + 101,222,295.00 
RB . cccccccccccecce 4,613.494.57 
Increase in Assets .... 1,518,954.00 
Increase in Reserve .. 1,282,156.00 
Increase in ayes b Peeccccccesecoococcesococe 225,575.00 
Unexcelled Life Insurance Protection — Lowest Net Cost 
Absolute Securi - rfect Service — Square Dealing 
Safisfied Field Force 
William Montgomery, Pres. Homer Building, Washington, D. C. 





OUTSIDER’S OPINION 





ADDRESS BY FURNITURE HEAD 








W. S. Harris, of New England Furni- | 


ture & Carpet Co. Gives Life In- 
surance Experiences 





“The Ordinary Business Man’s View- 
point of the Life Insurance Salesman” 
was given at the annual meeting of the 
Northwest Congress of Life Underwrit- 
ers by W. L. Harris, president of the 
New England Furniture & Carpet Com- 
pany of Minneapolis. Mr. Harris car- 
ries a little over $500,000 worth of life 
He told what he thought of 

the life insurance business and the men 
| engaged in it. He said that he took out 

his first life insurance policy when he 
| was 28 years of age, and that when he 
decided to buy it, he had to send for the 
agent to come over to his office and 
write the business. He had never been 
solicited. Mr. Harris said that in tak- 
ing out his first policy, he left the de- 
tails of the contract to the agent. He 
| leaned upon the agent for advice. He 
knew nothing of the various forms of 
| life insurance, but depended upon the 


|| man who sold him the contract to give 


him what he wanted. Because he felt 
this way about it, Mr. Harris said, that 
in his estimation the life insurance man 
is, in effect, a counselor and advisor. 
He knows one hundred times as much 
about a life insurance policy 
average man solicited. 
Depended on Agents 


Mr. Harris said that in his opinion the 
life insurance man stands in very much 
the same position as the doctor or law- 
yer. The patient who calls in a physi- 
cian does not attempt to tell him what 
kind of medicine to prescribe. He 
merely describes his symptoms and de- 
pends upon the doctor to effect a cure. 
Similarly, the life insurance applicant 
should explain his financial circum- 
stances to his agent, tell him what pro- 
tection he needs and then let the agent 
do the rest. The life insurance man 
should be the financial counselor of his 
prospect. He should be in a position to 
draw up the kind of contract that the 
individual applicant needs. Mr. Harris 
said that he has always depended upon 
the agents who wrote business for him 
to arrange for the kind of policies that 
were to fit in with the rest of the con- 
tracts carried and meet his demands. 


All Selling Same Thing 


Mr. Harris said that only once did 
he feel it necessary to ask for competi- 
tive bids. All the rest of his policies 
were written without comparisons with 
other companies. He said that his ex- 
amination of contracts offered by vari- 
ous companies had led him to the con- 
clusion that nearly all reputable com- 





panies offer about the some _poli- 
cies. Life insurance men have, 
Mr. Harris’ declared, one  com- 
modity to sell. There may be a 


little difference in the original cost, but 
this is usually offset by larger dividends 
or more liberal settlements or somc 





to female risks between the ages of 15 and 60. 


ST. LOUIS, MISSOURI 
EDMUND P. MELSON, President 





Added .Agency Opportunities 


Advantageous agency contracts are open to men of established ability and integrity. 
Standard policy forms are now issued to male risks between the ages of 10 and 60 and 


The entering of extensive additional territory is contemplated during the current year. 


CONTINENTAL LIFE INSURANCE COMPANY 


J. DE WITT MILLS, Secretary 


as the. 








TO HOLD A CONVENTION 


“INSURANCE SALESMAN’S” PLAN 








Will Get Out an All-Star Issue to 
Which Leading Producers Will 
Speak 





| “The Insurance Salesman,” the well 
known monthly life insurance publica- 
tion, will shortly get out a very remark- 
able life insurance issue. The salesmen 
will hold a convention. It has invited 
as delegates the leading producers of 
all the companies in the country. It 
| has asked the leading producers in every 
company to give a talk, explaining their 
methods, make any comment that they 
desire and give suggestions as to sales- 
manship. This will be a very valuable 
compendium of information. The “Sales- 
man” has been able to secure the prom- 
ise of a large number of these lead- 
ing producers to attend the convention. 
It will be a mock convention to be sure, 
but nevertheless it will be far more in- 
teresting than many real conventions. 
It is stated that the “Salesman” will 
come out in convention form and the 
speakers will be introduced by men who 
know them. All together the edition 
promises much. 








other feature. Mr. Harris said that 
competitive arguments and comparisons 
have no place in legitimate life insurance 
sales for the reason that one good com- 
pany is seldom any better than another 

The salesman of furniture and the 
| salesman of life insurance have the same 
factors to consider. Both must have a 
knowledge of the merchandise they are 
selling. Both must have enthusiasm for 
what they are offering. Mr. Harris said 
that he has found group insurance to 
be the solution of the labor problem. 
He purchased group insurance for the 
employes of his store and since the 
policy was taken out there have been 
| four deaths. He said that not one of 
the families had enough money to bury 
the breadwinner, and that group insur- 
ance had been the means of providing a 
decent burial in each case. Mr. Harms 
said that the money provided by the 
group policy in these four cases had 
made a deep impression upon the other 
employes. 

In closing his talk, which was entirely 
from the standpoint of an outsider but 
which nevertheless reflected a knowl- 
edge of least the fundamentals of the 
life insurance business, Mr. Harris said, 
“If you don’t believe in the business 
that you are in, get out. You can’t 
blunder into success. You have to pay 
the price. You are selling something 
that is worth 100 cents on the dollar, 
and never lower your business by tak- 
ing any less. Only one agent ever 
offered to rebate a policy to me, and 
when he suggested that he would give 
me one-half of the first vear’s commis- 
sion, I said that I would not take the 
policy and told him: ‘You can come 
back and do business with me if you 
will tell me that you will never make 
that proposition to any other prospect 
that vou solicit.’ ” 





Has Entered West Virginia 


The Midland Mutual Life of Colum- 
bus, O., announced this week that it had 
entered West Virginia and that the first 
agency will be established in Charles- 
ton, A number of agencies will be set 
up, each controlling about five counties. 
The company has been operating in 
Michigan for about two years and a 
year ago obtained a license in Pennsyl- 
vania, althouch it did not actively en- 
gage in business in the latter state until 
the first of the year, the field being 
covered by the company’s representa- 
tive at Youngstown. 

Business with the Midland Mutual 
has been very good, although June 


showed a slight falling off. The outlook 
is declared to be very bright. 
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SPECIFIC CASES SHOW 
SERVICE HELPS SALES 








Will D. Bowles Tells Northwest 
Congress of Work With Old 
Policyholders 





WHY SO MANY LAPSES ? 


Greater Effort to Keep Business in 
Force Would Prevent Great Loss 
to Companies and Agents 





| insurance 


LIFE INSURA 


N 


this volume of life insurance behind the | 
annual production of these men, their | 


dollar values exist just so long as they 
live and produce, otherwise without this 
life insurance, if they do not live, their 
dollar values are lost. 

“Furthermore, the companies must 
pay first commissions, medical and in- 
spection fees as well as other necessary 
expenses to have this great amount of 
written again, perhaps on 


| other lives, otherwise a loss in volume 


| of business would be shown. 


Wouldn't 


| it be better if more of the lapsed busi- 
|ness could be kept in force with per- 


How service to policyholders helps in 


bringing about increased business was 
shown by Will D. Bowles, manager of 


the Phoenix Mutual Life at Des Moines, | 


in his address before the Northwestern 
Life at 
Christmas Lake, Minn., last week. Mr. 


Congress of Underwriters 


Bowles cited specific cases arising in | 


his own to 


value of such service. 


prove the actual 
He said in part: 
“During the past 13 years my per- 
sonal business has been produced in Des 


agency 


haps more insurance being added there- 
to and perhaps tie it up in trust 
agreements with our companies to be 
distributed by them to beneficiaries as 
directed by the insured? Wouldn't this 
be more economical and be better serv- 
ice to policyholders, and wouldn't it be 
a means for a greater business for less 


expense than we are now doirg? 
Must Plan Insurance Program 


“To be of greater service to our 
policyholders we must see further than 
they do—plan their life insurance pro- 
grams and show them the many things 
which their life insurance can be made 
to do for them. For each policyholde- 
life insurance protects two things im 
which every man is deeply interested— 
home and business. For his home we 


| provide monthly incomes for the wife 


ij and 


Moines, so these remarks are based on | 


experiences and surroundings governed 
by conditions in a city of 125,000. The 
ideas and experiences which are related 
may not be new to all, but they are re- 
sults of actual experiences rather than 
theories. What the world needs today 


is suggestions which are workable and | 


what we life insurance salesmen want 
is ideas relative to our business which 
we can cash in. 


Why Are Lapses So Heavy? 


“The leading question with each of 
‘Are we in the business profes- | 


us is: 
sionally or are we just working at it and 
writing some of them up by getting 
them to “sign on the dotted line”? Are 
we leaving these men, after we 
dealt with them, with an asset or a liabil- 
ity? Are they heavy hearted because 
they met us, or are they happy and con- 
sider us as a friend who has actually 
benefited them?’ ' 

“When we consider the enormous 
amount of business which went off of 
the books last year, it makes us stop and 
think, and wonder why. Was it be- 
cause the business wasn’t written right 
in the beginning or was it because the 
salesman who wrote it didn’t do what he 
should to assist the policyholder with 
provisions for extension of premiums at 
a critical time, or was it because of mis- 
fortunes of the various individual policy- 
holders, caused by the economic read- 
justment which we are yet passing 
through? 


Personal Conduct Important 


“To my mind a life insurance man’s 
personal conduct has a great deal to do 
with his ‘service to policyholders as a 
means of increased business,’ because a 
man’s personal conduct moulds his per- 
sonality. Isn’t personality just an out- 
ward expression of what is on the inside 
of a man? We size up a man to be a 
minister, or a lawyer or a_ bartender, 
or a grocery clerk. Just so does our 
policyholder size us up and decide whether 
or not he desires to place in our trust 
the arranging of funds which are to 
provide for his wife and daughters and 
sons after he perhaps has passed on. 
Are we a safe individual in whom to 
place such a trust? is what goes through 
his mind. Our business is absolutely 
cne of trust. 


Means Loss in Values 


“Referring again to the business 
which lapsed in 1921, I do not know on 
how many lives this volume of business 
was originally written, but I do know 
that the dollar value of each man was 
reckoned upon the amount of annual in- 
come which he produced and without 


| fectly 


daughters, educational funds for 
the bovs and girls in college, money for 
sons at 30 when they are ready for 
business, inheritance taxes, administra- 
tion expenses, incomes for old age and 
provisions for total disability. For his 
husiness, partnership or corporation in- 
outstanding 


surance which will pay 
debts on property or at banks. If a 
corporation, it stabilizes credit of the 


firm until the new management_is per- 
familiar with all details of the 


| business. 


have | 





Policyholders Best Customers 


“In reviewing sales of 1922, a total of 


69 cases were listed; 45 of these sales 


have been made directly to old policy- | 


holders, 13 were made indirectly through 
old policyholders and 11 were not influ- 
enced in any way by people who already 
have policies with us. To my mind, this 
proves that satisfied policyholders are 
our best customers, and it also proves 


that it pays any salesman to ‘stick’ with | 


one company where he will be in posi- 
t'on to give his best service to the peo- 
ole for whom he has formerly handled 
policies. 

Some Actual Illustrations 


“Now for some actual illustrations of 


what we do and how we do it. A few 
years ago a man called by phone at 5 
m. and asked what I thought of a 


1). 
man who had written application 


his 


about ten days previously for $2,500 and | 


had not vet arranged for the medical 
examination. He was not pleased with 
this service. Our doctor examined him 
that same night. An extra policy was 
ordered and placed which provides to 
pay his wife a life income in monthly 
payments, after which his two daugh- 
ters will receive a monthly income tor 
at least 20 years and as long thereafter 
as they live after their mother’s death 


Farmer's “Ditch Fund” 


“A farmer came to our office in Janu- | 
ary and stated that he must pay $3,100 | 
in February as a tax on a drainage ditch | 
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CO-OPERATION No. 


Astudy made in the latter 
part of 1921 reveals the 
fact that the average pre- 
miums of our trained men 
during their first twelve 
months with the company ‘ 
are 20 per cent higher than 
the average premiums of the 
untrained men. 


This is a striking example of 
what is being accomplished 
by our plans for develop- 
ment of and co-operation 
with our field force. 


Phoenix Mutual Life Insurance Company 


of Hartford, Conn. 


JOHN M. HOLCOMBE, President 


























In Basiness Since 1862 






LIFE INSURANCE ComPANYS— 
OF BOSTON, MASSACHUSETTS 


Insures all cl of selected lives, issuing policies on the ordinary, intermediate and 
industrial plan at all ages. It also insures against total and permanent poe nm Policies 
of the company are made secure by reserves maintained on the highest standard, with ad- 
ditional contingent rererves providing protection against all emergencies. Information and 
Advice on any matter pernting to Life Insurance is Available at any time through the 
Agencies or Home Office of thie Company. 














THE GOLDEN WEST; YOUR GOLDEN OPPORTUNITY 


California State Lite Insurance Company 


SACRAMENTO, CALIFORNIA 
Insurance in force $38,782,271 Assets in excess of $4,200,000 
Capital and Surplus $684,153.80 


Splendid opportunity for ambitious, energetic Insurance Salesmen to 
represent our Company in California and Texas Territory 





Write J. R. KRUSE, Vice-President and General Manager 








C. D. RENICK, President 





Best Commissions and Renewals. 
you or your estate. 


Indiana National Life Insurance Company 
INDIANAPOLIS, INDIANA 


Splendid territory open in Indiana, Michigan and Illinois, for District and 
General Agents, who are capable of handling men. 


Renewals onced earned will be paid 
If interested in building for yourself, write 
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New England Mutual Life | 
Insurance Company 


| 
Boston, Massachusetts | 
| 
| 





. $ 82,072,020 
48,641,846 
609,415,082 


New Insurance Paid-for, 1921. . 
Gain in Insurance-in-Force ... 
Total Insurance-in-Force ... . 








New England Agents Write Persistent Business 











17,651 CLAIMS PAID IN 1921 


Most of the 17,651 claimants to whom we paid indemnity of $1,107,- 
718.38 for loss of time from injuries or illness are still adding regularly to 
« their life insurance. These drafts are delivered by our own salesman ready 
to avail himself of a cordial introduction to the claimant's friends, or to 
provide the claimant himself with the additional life protection he intends 
to take sometime. 


.,, We can use more good men to help deliver the 20,000 claim drafts we 
will issue during 1922. If you want to make MORE MONEY a letter with 
satisfactory reterences will bring you full particulars. 


BUSINESS MEN’S ASSURANCE COMPANY 


W. T. GRANT, President KANSAS CITY, MISSOURI 








To the Man Who Is Willing—and WILL 


We are prepared to offer unusual opportunities for 
money-making NOW and creating a competence for 
the FUTURE 


For Contracts and Territory, Address 


H. M. HARGROVE - President 


¥ Beaumont, Texas 











Rates per $1000.00, age thirty, includes Double Indemnity for accidental death from any cause 
and a premium waiver with $10.00 monthly income disability. 


Ordinary Life............ $21.02 Endowment Age 50....... $44.82 
20 Payment Life......... 31.12 Endowment Age 55....... 33.15 
20 Year Endowment...... 44.82 Endowment Age 60....... 29.52 
Coupon Bond............ 35.71 Endowment Age 65....... 25.78 
Endowment Age 85....... 22.37 Endowment Age 70....... 20.42 


District Manager wanted for Cincinnati and surrounding territory. 
THE GEM CITY LIFE INS. CO., Dayton, Ohio 


Southland Life Insurance Co. 


DALLAS, TEXAS 


The Progressive Company of the South 
HARRY L. SEAY, President 

















Philadelphia Life Insurance Company 


If you live in Illinois and if you desire to establish 
a Local General Agency in your city, 
ADDRESS 
Michael Montague, State Agent 


1416 Mallers Building 
Chicago, Ill. 


' Manager of Agencies or 


111 No. Broad Street 
Philadelphia, Pa. 











CONSERVATION OF BUSINESS 
We are reinstating, revamping and cleaning up indebted policies for a number of Life Companies, 
thus standardizing and conserving the business, increasing the income, preventing lapses, and keeping 
the policyholders satisfied, and at practically no expense to the Companies. 
Our ref cover eigh years of satisfactory service, and we respectfully solicit your patronage. 
THE OTIS HANN COMPANY, Inc. 
10 So. LaSalle St. Chicago, Illinois 











s“Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 
buyer of “Easy Lessons in Life Insurance.”’ a text and review book with quiz supplement. $1.00. The 
National Underwriter Company, 1362 Insurance Exchange. Chicago 








which had been cut through a part of 
his farm. He inisted on borrowing this 
money on his old policies. We got him 
to see that he was withdrawing $3,100 
out of his family funds and was placing 
it to the account of ‘ditch funds.’ When 
he realized that his. family funds would 
be short this amount in the event of his 
death, he asked us to write $5,000 new 


insurance, which would more than offset | 


his policy loan. 

| “A business man, twice our policy- 
holder, remarked that he had more than 
$50,000, which was enough life insurance 
for him. When he was asked what his 
insurance was arranged to do, he was 
bewildered. A letter was written to 
him which specified certain things for 
which money would be needed if he 
did not live. This resulted in a sale of 
additional insurance to provide a greater 
amount of monthly income for his wife. 
These three cases have been cited to try 
to show where service was given to the 
old policyholder and resulted in addi- 
tional business. 


| Many Ways to Serve 


| “There are a number of ways to serve | 
bring } 
a salesman into direct contact for new | 


policyholders continually which 
business—age change should be watched 
each month, hirthday cards are always 
appreciated. When term policies are in 
force the agent should visit that policy- 
holder each year in order to convert it 
to a permanent plan as soon as the in- 
sured is financially able to do so. The 
payment of premiums should be closely 
watched by those in charge of the of- 
fice. A telephone call or a telegram or 
letter to a policyholder prevents lapses 
and is always appreciated by the policy- 
holder. It makes them feel that their 
| interests are being taken care of. 


!as calendars, memo books, blotters, etc., 
court a kindly feeling and develop favor 
when cons‘deration is being given to 
additional business. 

“Good will is something we can not | 
buy. It must be cultivated and grown. | 
Marshall Field knew what he was say- | 
ing when he remarked that ‘the cus- | 
tomer is always right.’ 

“When we write and arrange these 
contracts for our policyholders, we are 
administrators of that part of their 
estates, and they have a reasonable right 
to expect that we remain professionally 
in our business in such a way as to 
render our best service to them. He 
who profits most serves best.” 


NOT SEEKING SUBSTANDARD 


Reliance Life of Pittsburgh Is Writing 
Such Risks Only to Help Out 
Its Agents 

PITTSBURGH, PA. July 
Rumors to the effect that the Reliance 
Life of Pittsburgh had curtailed the 
writing of underaverage business, 
brought from Dr. O. M. Eakins, med- 
ical director of the company, a strong 
denial that the company ever had 
specialized in underaverage business. 

“We are not in the underaverage busi- 
declared Dr. Eakins, “and we 
have instructed our agents not to sub- 
mit this class of business. At times we 
do write some of these risks where it is 
warranted but onlv as a means to help 
out our agents. There have been many 
instances of agents for other companies 
writing to us asking if we will take care 
of their underaverage business, but in 
every case we reply that we are not in 
the underaverage business nor are we 
in the brokerage business. We have the 
machinery to handle this kind of busi- 
ness, but we emphatically do not seek 
it. Our agents and supervisors and 
agents are instructed not to solicit 
underaverage business. 

“The report that the Reliance sought 
underaverage business was started some 
vears ago when several agents in out- 
lving districts wrote up considerable of 
this business which the company took 
care of to protect its agents. But 
you can make it as strong as possiblé 
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ness,” 


























that we are not seeking this business.” 


Use- | 


| ful pieces of advertising material, such | 
| 
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GRIFFITH GETS INJUNCTION 


Contest Over Insurance Commissioner- 
ship in District of Columbia Taken 
Into Court 





WASHINGTON, D. C., July 3—The 
commissioners of the District of Co- 
iumbia will be required to show cause 
in the district supreme court July 29 
why their order of removal of Dr. Lewis 
A. Griffith, superintendent of insurance, 
should not be vacated and Dr, Griffith 
restored to the position now held by 
Burt A. Miller. 

Making good his announcement that 
he would carry his dismissal to the 
courts, Dr. Griffith last week applied to 
the district supreme court for a writ o1 
mandamus, declaring that his appoint- 
ment was legal and that his removal 
was a political act and a violation of the 
civil service. Although his position 1s 
appointive, he declares that it has been 
given civil service status through the de- 
ductions from his salary of 2% percent 
which is to go toward the retirement 
fund provided by an act of Congress for 
civil service employes. 

Dr. Griffith declared that his removal 
was unjustified as he had been conduct- 
ling the duties of his office in a satistac- 
| tory and efficient manner, and pointed 
| 
| 
| 





out that when he was appointed the 
yearly income of the office was $125,000, 
which was collected at a cost of 10 per- 
| cent, while as a result of his efforts the 
collections last year of $206,000 were 
made at a cost of only 6 percent. 


JULY MADE SPECIAL MONTH 


National Life, U. S. A., Is Staging a 
Big Home-Coming Reunion Con- 
test for Next Year Event 


July is being made a special cam- 
paign month by the National Life, U. S. 
A.. to start the fiscal year of the $100,- 
000 Club on an unprecedented record 
of production, The company has an- 
nounced a great home-coming conven- 
tion for July, 1923, at the close of the 
1923 $100,000 Club year, to be held at 
the home office in Chicago. An at- 
tempt is to be made to have at least 75 
percent of the company’s agency force 
qualify for attendance at this meeting 
and the July campaign is to enable them 
for early qualification. 

For all policies written during July 
and paid for within 60 days, a bonus 
credit of 100 percent is being given, to 
apply on that qualification. The 100 
percent credit applies to policies of 
$1,000 and for policies of $2,000 and 
larger, a bonus credit of 50 percent is 
given, There is also credit of $1 per 
$1,000 on all business written and ex- 
amined in July and paid for within 60 
days in excess of $5,000, this amount 
to apply to those who attend the con- 
vention in 1923. either as club members 
or as guests of the club. Vice-Presi- 
dent Robert D. Lay has set the club 
goal at 75 percent of the agency force 
with the assurance that business at its 
present high tide and big crop prospects 
at increased prices should return a 
“maximum number” of club members 
and make the coming year the best in 
the company’s history. 


Equitable Men at Delavan 


FE. L. Carson, Milwaukee agency 
manager, was the guest of honor at the 
three-day outing of the Wisconsin 
agents of the Equitable Life of New 
York at Delavan Lake, Wis., last week 
\thletic games and contests featured 
the entertainment program. Officials of 
the society gave short talks at a dinner. 
Charles Johnson. assistant agency man- 
ager, and Charles Hegeman of Mil- 
waukee were in charge of the entertain- 
ment committee. 
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BUYER’S VIEWPOINT 
ON SALES INTERVIEW 


Interesting Series of “Dos” and 
“Donts” by E. A. Purdy at 
Northwest Congress 


DON’T ASK IF HE’S BUSY 


Other Interesting Suggestions As to 
Points That Help or Hinder in 
Closing Sale 


An intensely practical series of “do's” 


| Never overlook the chance to give a lit- 


| desired attribute is born with us. It’s 
| not true. 


LIFE INSURANC 


joys, its sorrows, its hopes and ambi- 
tions. Service and efficiency are good 
words in a way, but much overworked. 


tle of yourself to those you would really 
serve. 
Cultivate Personality 


“Now a few frank ‘do’s’ and ‘don'ts’ 
of practical salesmanship: 

“Cultivate personality, that indefin- 
able something that makes people like 
you and seek your acquaintance. Some 
labor under the delusion that this much 





Personality may be cultivated | 


| just as truly as good manners. It’s noth- | 


ing more or less than a combination of 
kindly feeling, good taste, intelligent 
conversation and impressive bearing. A 
man may possess marked ability and a 


| splendid education, but if he lacks per- 


and “don’ts” for life insurance salesmen, | 


irom the standpoint of the buyer or 
prospective buyer of 
given before the Northwest Congress of 


insurance, was 


Life Underwriters at Christmas Lake, | 


Minn., last week by Edward A. Purdy, 
vice-president of the Wells-Dickey 
Trust Company of Minneapolis, who 
was until quite recently postmaster of 
Minneapolis and was for for some time 
special assistant to Postmaster General 
Will H. Hays. The 


“other fellow’s 


viewpoint as to the things that hinder | t 
| light up between calls. 


or help in the successful consummation 
of a selling interview was received with 
especial interest by the life insurance 
men in attendance at the Congress. He 
said in part: 


Work Intensely Human 


“Any great humanizing endeavor 
should create in the man who enters 
into it with the right spirit, a broad 
mind, a sympathetic heart and an un- 
derstanding soul and should make him 
altogether a bigger and better citizen. 
Show me if you can a more intensely 
human work than that in which you are 
engaged. Beside it other business ap- 
pears sordid—and public service gains 
nothing in comparison Where some of 


| 


view. 


|} own 
| quickly. 


us are privileged to add to the joy of | 


iiving through material welfare, it is 
given to you actually to prolong life. 
Where we are in some measure permit- 
ted to assist in building for future gen- 
erations, you are actually the guardians 
of posterity. Where we can take some 
part in promoting the urge to save, you 
really are the thrift merchants of the 
world. 


Have Respect for Work 


“Don’t permit anyone to belittle your 
work or to cause you to be apologetic 
for your calling, for it is at once among 
the most dignified, the most important, 
ard the most necessary on earth. You 
should bear toward it the profoundest 
respect. You have a large part in build- 
ing the economic structure of the nation. 
You are adding to the social values of 
the community in which you operate 
You assist in the establishment of morai 
standards of the individual, the family, 
and the nation. 

“So my next ‘don’t’ is: Don’t over- 
look the responsibility that is yours to 
mankind in general by reason of the 
great opportunity you have to know its 


sonality it avails him little when it comes 
to mingling with the multitude. 


Watch Personal Appearance 


“Be careful and painstaking in ap- 
pearance. Cleanly in habits and dress. 
Few men wish to converse with another 
who brings with his presence the odor | 
of an onion sandwich or a Camel, or | 
worse still soiled garments. 


| speaking of smoking, I’m not influenced | 


by prejudice, for I smoke myself, but 
there are many who find it distasteful 
to be compelled to take second handed 


|the lingering perfume of the butt that 


was ‘shot’ just before the salesman en- 
ters the office. It isn’t necessary to 
Don’t do it. 
Make It Brief as Possible 


“Organize yourself for each inter- 
Know your presentation and give 
it in simple not technical language. I’m 
awfully dumb about everything but my 
work, and can’t readjust myself 
Make it easy for me and as 
brief as possible. 

“Don’t ask me to read a lot of stuff 
while you sit and wait. 


boring through me with your eyes, both 
of us wondering all the while who is 
going to put it over. Tell it to me 
pleasantly, easily, and in a natural con- 
versational manner. 

“Don't Ask If I'm Busy” 


“Please, when you come in, don’t ask 
me if I’m busy. If I’m not it’s terribly 
embarrassing, and if I am, the busy sig- 
nal is out and you can’t mistake it. Busy 
or not, [ should be interested in any 
proposition that means as much to my 
future peace of mind and my family’s 
comfort as the one you'll have to offer. 
So put your message across unless you 
see the circumstances are hopeless. If 
such is the case, give me the high sign 
and promise to come again. An appoint- 
ment is always desirable. 

“Don’t think it’s absolutely necessary 
to wring my hand at meeting. It might 
be just a little thing that would turn me 
against you. Anyway, when I’m in the 
n.ood I like to shake hands myself, and 
it’s my prerogative in my own office to 
make the offer first. Then it puts you 
on a little better footing if I voluntarily 
extend such greeting 

Think of Way to Deo Faver 


“If you are ingenious try to think of 
a way to do some little tavor tor me 
and thus put me under some obligation 


E EDITION 





Chicago’s Finest Hotel 





And in| 





Hotel La Salle has won this 


title with an experienced and 
critical public because of its 


happy blend of old and 
new ideals. 


Hotel La Salle 


answers every modern demand 
in equipment, cuisine and serv- 
ice with nothing lost of old 
fashioned hospitality and home- 
like comfort. 
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I can’t concen- | 
trate when I know you are sitting there | 


More Than 1'A Million Policies Now In Force 





Only four other life insurance companies in America have 
more policy contracts in force than this company. A study 


of the following growth in ten years is invited: 


Assets 


Policies in Force 
Insurance in Force 


Jan. 1, 1911 Jan. 1, 1916 


371,106 613,615 
49,245,028 89,596,833 


Jan. 1, 1922 
$ 5,614,764 $10,279,663 $ 28,295,931 

1,294,394 
265,197,626 


Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President 


CINCINNATI, OHIO 


Organized February 23, 1888 














Having recently entered the States of 
Zexas and Minnesota we have desirable 
territory open for General Agencies 


Address Home Office 


CENTRAL STATES LIFE 


Insurance Company 


St. Louis, Mo. 











Double Indemnity 
Reducing Premiums 
SEE THE NEW LOW RATES 


BUILD YOUR OWN BUSINESS 


Under Our Direct General Agency Contract 


Our Policies Provide for 


Disability Benefits 
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INSURANCE CO. 


66 BROADWAY 


ORGANIZED 18580 
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before you offer me your contract. You 
read the papers—you’ll learn of a mu- 
tual friend—maybe you'll find my weak- 
ness—perhaps it’s golf, hunting, club af- 
fairs, or what not. Whatever it is, play 
up to it a bit in preliminary conversa- 
tion. There is some topic I’ll open up 
on. If I’m cold, find it and I'll thaw out 
shortly. Common ground in conversation 
is the shortest route to a sale. 

“Don’t tell me about things that hap- 
pen to some other fellow in trouble. I 
might imagine you’d abuse my_confi- 
dence, and I won’t open up as I must 
if you are going to prescribe correctly 
for my case. 

Don’t Drop Man After Sale 


“And after you’ve succeeded in sell- 
ing me, don’t drop me like a hot potato. 
Come around or call me up and offer a 
little good advice about the benefits of 
a life insurance trust or perhaps mail 
me a piece of trust company literature 
pearing on the subject. 

“You might ask me casually too 
whether I could assist you a bit by sug- 
gesting someone in need of insurance, 
making me feel as though I were now 
sort of a partner of yours. My opin- 
ion on some new policy—this ought to 
please me and without my knowing it, 
you may thus get me ready for another 
contract. I might even suggest it. 

“Keep in good health, and don’t be 











afraid of exhausting yourself by mak- 
ing too many calls in a day. The inex- 
orable law of averages applies in this re- 
gard to salesmanship and your success 
in landing prospects will be in direct 
ratio to the number of stops you make 
(stops—that’s a mail service term—can’t 
get away from it, you see). 

“To those upon whom devolves the 
duty of handling men, don’t forget the | 
day when you were taking orders x 


accepting advice. Remember how a 
word of good cheer buoyed you up and 
sent you on your way rejoicing and on 
the other hand how harsh censure de- 
pressed and lowered your efficiency. 
Remember, too, that the mind free from 
worry is a necessary adjunct to a suc- 
cessful day’s work. 


Get Good Strong Allies 


“Above all, and this is serious, don’t 
overlook the value of securing good 
strong allies to help you cultivate the 
market for insurance. I wouldn’t advise 
exclusive arrangements widely adver- 
tised, which may injure more than they 
will assist, but intelligent and friendly 
cooperation and _ reciprocity among 
those whose lines of endeavor are simi- 
lar, and who are working toward the 
same ends. Never did I appreciate how 
woefully underinsured the average man 
is until I became connected with a trust 





company. Never have I realized until 


AMERICAN 
CENTRAL 


LIFE 





! 
now what a public benefactor the insur- | 


ance man really it. Many’s the man 
we've found without sufficient protec- 
tion and sent back to you for more in- 
surance. I’m ready you see to become 
your assistant—use me. 

“On the other hand, perhaps I can 


|of all thinking men and women. 


contribute to your knowledge somewhat | 


with incidents depicting the unwisdom 
of leaving insurance in a lump sum, and 
show you how beneficiaries have se- 
cured the practical help the insured in- 
tended they should have, by monthly 
income provided for through trust 
agreement with my trust company. We 
are in no sense competitors, but we may 
be in every sense partners, each in the 
other’s enterprise. 


“To caution you to be mindful cf 


| small courtesies and ethical practice to- 


ward your competitors is, I am sure, 


future that challenges the imagination 
When 
you contemplate the fact that only one 
in four adults in this community acquire 
sufficient property to require probate 
proceedings—that only one in fifteen 
leaves over $5,000—that 35 percent of 
widows are left in want while a much 
larger proportion lack the common com- 
forts—that less than 10 percent of the 
productive value of our population is 
covered by life insurance and yet 85 
percent of total property left is repre- 
sented by this same insurance—when 


lone contemplates these vital facts, he 


quite unnecessary when one contem- | 
plates this splendid gathering and what | 


it betokens. But one’s mind will invol- 
untarily revert to former days when the 
tactics of both open warfare and quiet 
intrigue were the common thing and 
how the profession suffered as a result. 
That day is passing—I might safely as- 
sume has already passed and because 
this is true your work has advanced to 
a higher plane and commands the 
greater respect of the buying public. 
“In closing, may I say that I per- 
ceive a great future for life insurance, a 








Insurance Co. 


INDIANAPOLIS, IND. 
Established 1899 


HERBERT M. WOOLLEN 


PRESIDENT 





is more than ever impressed with the 
need for the thing you are offering. 


VIEWS OF HENRY MOIR 
ON MEDICAL EXAMINER 


(CONTINUED FROM PAGE 3) 


introspection and balanced judgment. 
Mr. Moir said that home office medical 
rules are not nearly so inflexible as 
most agents are prone to believe. The 
majority of agents on the firing line 
have the idea that the home office med- 
ical department has a hard and fast set 


of rules. If a case does not conform 
exactly to the rules that have been 
established, it is rejected. This, Mr. 


Medical 
more and 


Moir said, is not the case. 
departments are becoming 
more liberal in their attitude. They are 
treating cases individualiy. They are 
considering all of the features in connec- 
tion with a risk offered, are weighing 
one thing against another, and arriving 
at a decision only after mature delib- 
eration. The application is not run 
through the mill and accepted or de- 
clined as it fits an established set of 
rules. 
Changes in Attitude 


Mr. Moir said that the attitude of 
medical directors is, of necessity, chang- 
ing year by year. For example, 20 years 
ago a trace of albumen at any age was 
sufficient cause for declining a risk. If 
the family history showed cancer 15 or 
20 years ago, the application was re- 
jected. Blood pressure some years ago 
was not regarded very seriously, while 
today practically all companies are de- 
manding blood pressures and attaching 
considerable importance to this feature 
of the medical examination. Mr. Moir 
said. that medical men have come to 
realize that blood pressure is of the first 
importance for what it reveals regarding 
the general condition of an applicant. | 

Mr. Moir said that it is easier for a 
medical director to pass a case than to 
decline it. If the business is rejected. 
the medical director stands more chance 
of criticism than if the case were O. 
K d. If he declines too much business 
he is criticised at the home office as 
well as in the field. When a risk is 
accepted, the medical director chooses 
the course of least resistance. When 
he declines it, he subiects himself to 
criticism and often investigation. Mr. 
Moir said that agents who believe that 
a medical director takes a fiendish de- 
light in turning down cases have en- 
tirely the wrong view of the matter. In 
practically all cases the medical director 
would much prefer to pass a risk and 
thus avoid trouble and complaint, In 
declining a risk, the medical director 
must have firmness and frankness. He 
should, wherever possible, tell the 
agent why the risk is declined. This is 
often not possible, but should be done 
whenever consistent. The medical di- 
rector should have sympathy and pa- 
tience with agents, and show a disposi- 
tion to discuss the results of an exami- 


nation with the agent wherever pos- 
sible. 





Plans of National Savings 


_ An agency force of 100, and the writ- 
ing of $3,000,000 for the first year of its 
life is the vroal of the National Savings 
Life of Wichita, Kan. which began 
business April 1, accordine to Louis A. 
Boli, Jr.. vice-president of the new com- 
pany. Mr. Boli announced this week 
that the agency force now numbers 40. 
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hind LIFE INSURANCE EDITION | 19 
BIG PROGRAM FOR | , me, 
ANNUAL CONVENTION 
cownsven rox ce || = hE Close of the Day’s Work 


3:35 Questions and Discussion. Led by | 
Franklin W. Ganse. | 

| 

| 














4:30 Adjourn. 


WHEN you begin to figure up yourearn- All this and more we constantly strive to 





Sectional Meetings—Agency Building | . 1 i i 
siete cate dis falas te ings and recall the several reasons for give our agents. This coupled with good 
9:00 Pace gueht Saving Time) ‘| failures during the past year, you then more policy contracts and liberal commissions, is 
2:05 “The Ideal Metropolitan Agency.” | than any other time keenly realize the im- an incentive which should interest any am- 
2:85 “Organizing and Handling an|/ portance of a helpful constructive home bitious agent who wishes to make the most 
eee” =— A Mec cwenasccene | i i i i i 
siop Ory." Address bys ess. 0... office service that trains you to overcome of his salesmanship efforts. 
SINT -sisiweasaitaskuaecease ‘| such failures. 
3:20 Singing. | 
3:25 “The New Agent's First Six 
. Months.” fr — 2 appa ae ae On f th > al ] hi h k 
3:45 Poy pay Stimulating Produc- | co € vital elements which makes your 
ek” | ED Eiavanccececedacee > > > M4 
can “A womans Depercnest Ad-|| OY protitate i 0 barmonions working : 
det, Geel eaeeemt ins aseotsss toss || arrangement with home office officials and © We would like to hear from several 
4:30 Discussi ee . > or. M M : Te. 
= a oo a '| adirect co-operative spirit generously given. good men for important field positions 


Wednesday Evening 
Annual Banquet 


me Inter-Southern Life Insurance Compan 


(Daylight Saving Time) 
J. G. Stephenson, Presiding. FF s 
John L. Shuff, Toastmaster. | JAMES R. DU IN, President LOUISVILLE, K uc 
:30 P.M. Dinner served. 
Speakers: Rt. Hon. W. L. Mac- | 
kenzie King, Premier, Dominion 


on™ | MAINTAINING THE RECORD IN MICHIGAN 


A feature of the banquet will be a 
ri ict > | . . F 
Proce “9 ure During the first four months of 1922, the Detroit Life Insurance Company's agents wrote $4,911,000 of new 
J business. Last year the agents of this Company established a record of better than a Million a Month in 
Thursday Morning Michigan. The Detroit Life is beating that record this year. 

i a “a > agg : , 
Pano Lag eee Desttinn ‘ This new record is evidence of further progressive co-operative efforts. The Detroit Life has agents and of- 
:30. A.M. Singing. Led by W. G, Eisen- SS cities in Michigan, yet there are a few openings for high class representatives in some 


| 
| 
hauer. ps 
:40 “Life Insurance Programs” by | Any life insurance man or woman anxious to make new affiliations, will do well to communicate with us. 
| 
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9 
Franklin W. Ganse. 
9:50 Case discussion. Opened by HOME OFFICE DOWN-TOWN OFFICE 
Mrnest W . Owen. , Corner Woodward and Forest Avenues 1005 Majestic Building 
"rogram Insurance ases 
1. Picture—Mr. Glasgow, a dentist, DETROIT DETROIT 
M. E. O'BRIEN, President JAMES D. BATY, Secretary and Treasurer 


age 36, is married; wife, 33, son | 
5, daughters 7 and 2. Income | 
about $4,500 to $5,000. Practice is | 
growing. Rents moderate priced | 


iis aeanccewem voir ost! “The Companies That Stay Are the Companies That Pay 








life insurance. 


(a) 2. Picture—Randolph Bruce, age 45; y — 
wits 2. one Geuumien, ous 30. When a company has proven its staying qualities, as the Western Reserve Life 
terior decorating firm. | Income, Insurance Company of Muncie, Ind., has, the agent who desires to be a general 

tween $10,000 an 2,000. as | ° . . . 
etween $16,000 ond 918.000. Stes a 9 favorably of that cage 0g Permanent success can only be at- 
his income each year to put into | . ° 
his business, from which he ex- | tain t roug a permanent connection. he companies that Stay are the companies 
pects to derive an income in his | on run. 
that pay the representative in the long 
old age. The business is abe 7 
prosperous and he expects to be 
able to make ample provision for WESTERN RESERVE LIFE INSURANCE CO. 
his wife and child through the J.H. Leffler, Acting President John W. Dragoo, Secretary Harry H. Orr, General Counsel 
MUNCIE, INDIANA 








income from the business. 

(b) 3. Picture—Carter C. Barnes, den- 
tist: born May 25, 1883. (Age 36 
in 1919.) Has $3,000 20-Premium 
Life Insurance policy, taken out 
at age 30. No other insurance 
known. Is married; has three 
young children, a boy and two 
girls. Now practices alone, but 
until recently was associated with 
an older dentist, Dr. Warden. His 
income is about $3,500 to $4,000. 
His wife, according to the papers, 
has inherited $35,000 from an 
uncle. 

(c) 4. Picture—John Brown, 30 years 
old. Is married and has one child, 
a girl two years old. Is Chief 
Clerk in a steel manufacturing 
company and receives a salary of 
$4,000 a year. Has never saved 
any money and has no estate. 








George Washington Life Insurance Company 


A Definite Territory 
A Liberal Contract 
Low Premium Policy Contracts 









// Opportunities open in West Virginia, Ohio, Kentucky, T - Virgini 
/ Ceodan, Sect Cases onde, dae eee y, Tennessee, Virginia, North 


ERNEST C. MILAIR, Vice President and Secretary 











_ Agency Manager SECURITY LIFE INSURANCE CO. OF AMERICA 
ANTED: Manager for Agency . W. » Presiden 
Department of Thoroughly Estab- pean ; ROOKERY, CHICAGO 
lished High Grade Life Insurance INSURANCE IN FORCE DEC. 31, 1921 ‘ , : $37,100,961 
Company. Wonderful opportu- Assets : . ‘ : ‘ : ° : ‘ 4,442,069 
nity for an experienced man who Payments to Policyholders since Organization . : , 3,727,743 
is looking for advancement and . ‘ ; fel, 
- permanent connection. All Exclusive General Agencies for Minneapolis, St. Paul and Duluth, direct with the Company. 
answers strictly confidential. Ad- Openings for General Agents and Managers in Fifteen States 
dress B-32, care The National Address S. W. GOSS, Vice-President and 
Underwriter. Manager of Agencice 
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@ We write only one 
Agency contract 
for all agents. It 
is described in a 
little booklet 
which you may 
have for the 
asking. 


Nat henal 


neurance 


Home Office, Madison, Wis. 














HOME Lie. A RANTS co. 


WM. A. MARSHALL President 

The 62nd Annual Report shows: 
Premiums received during the 
year 1921......... eocccccccccccoccs 
wagmente te to policyholders and 
ficiaries in Death 

Claims, Endowments, Dividends, 
Amount added “to “the “Insurance 
Reserve Funds...... eceeeasvoses 
“= ~ ypenned Income from Invest- 


Seer eeeeeeeee 


$6,990,547 


($542,638 in excess of the amount 
required to maintain the re- 
serve) 

Actual mortality cupertenss 53.4% 


of the amount expect 
Insurance in Force..........++ abt 
Admitted Assets 43,222,328 
FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 
Central and Southern Ohio and Northern 


Rooms 601-606 The F: Nat. Bank Bidg. 
CINCINNATI, OHIO 























FEDERAL UNION LIFE 
” Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting 
booklet 
“Suggestions for Increasing 
Your Income” 
and would be pleased to send a 
copy to every Life, Fire and 
Accident Agent in 


Ohio, Illinois and Kentucky 








Rates Reduced 


Premium rates reduced 
September, 1920 

All leading forms of poli- 
cies written. 

Best of contracts to 
agents. 

TwogeneralAgenciesopen 
in Iowa. 

Write for information. 


National American 
Life Insurance Co. 








Burlington, Iowa . 








THE N: ATIONAL 


Carries no life insurance. ent 
he and his wife are still young | 
and have plenty of time to save | 
for the future. Says he does not 
need any life insurance. Mrs. 
Brown was a milliner before she 
was married and expects, in case 
of her husband's death, to open 
a millinery shop and earn a good 
living for herself and child. The 
Browns live with Mrs. Brown's 
parents, who are not in good cir- 
cumstances. 

Picture—Richard Diggs, age 30. 
Married, three children, two girls 
and one boy, all under six years 
of age. President of manufactur- 
ing coaucern owning 51 percent of 
stock. Capital steck paid in be- 
tween $50,000 and $60,000. Sole 
income from business is about 
$10,000, being salary and divi- 
dends. Owns $9,000 home mort- 
gaged for $6,500. Owes bank per- 
sonally @bout $10,000 for stock in 
business. Business is on a good 
paying basis and not in debt ex- 
cept for $25,000 on $35,000 build- 
ing which it occupies. Carries 
$55,000 life insurance on various 
plans, $30,000 of which is pay- 
able to business. 

10:45 A.M. Discussion closed by Franklin 

W,. Ganse. 

(a) Case taken from “Selling Life In- 
surance” by John A, Stevenson, 
Harper Bros. and for sale by the 
Association. 

(b) Case taken from “The Psychology 
of Selling Life Insurance” by Dr. 
E. K. Strong, Jr. Harper Bros., 
and for sale by the Association, 

(c) Cases taken from “The Case 
Method” by Dr. Griffin M. Love- 
lace. Harper Bros, and for sale 
by the Association. 


(ec) I. 


10:50 Singing. 

10:55 “Meeting Objections.” Led by 
Robt. I. Clancey. 

11:05 Case Discussion. Opened by..... 


Meeting Objections 
1. “I can’t afford it.” 
2. “I want to pay my present debts 


» all the insurance I want. 
I don't want any more insur- 
ance.” 

. “I have all the insurance I need.” 

“TI want to talk it over with my 

wife.” 

6. “I am single and do not need it.” 

7. “I am not ready just now. I 
will take it later.” 

8. “I will think it over.” 

9%. “I can use my money to better 
advantage.” 

10. “My wife objects to insurance. 

11. “I prefer assessment insprance.” 

12. “Against my religion.” 

13. “Can save my own money.” 

14. “I have property and do not need 
insurance.” 

15. “I can't pay for it just now.” 

16. “De not believe in insurance.” 

7. “My children can support them- 
selves. I had to hustle, and 
why shouldn't they?’ 

18. “I don't want to leave a lot of 
money for some other man to 
spend.” 

19. “My wife earned a good salary 
before we were married and 
she could return to the same 
occupation.” 

20. “My wife has money of her own. 
My wife's people are wealthy.’ 

1:55 A.M. Discussion closed. By. 

12:00 M. Adjourn. | 

AUGUST 24, 1922 
Thursday Afternoon 

Session—2:00 P. M. to 4:00 P, M. 
(Daylight Saving Time) 

PRBSIDENT STEPHENSON Presiding 

2:00 P.M. Singing. Led by W. G. Eisen- 

hauer. 

2:05 President's Prize Contest 

to Americans only. 

Subject: “Most Novel and Effective 

Methods of Presenting Life In- 
surance by Graphic Methods.” 

2:40 Singing. 

Awarding prizes for Wednesday 
morning and this afternoon con- 
tests. 

2:45 Address by . 

8:20 Address by Frank H. Davis. 

4:00 Adjourn. 
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EXPLANATORY NOTES 
HUMAN ELEMENT IN SALESMANSHIP 


Selling insurance is influencing per- 
sons to satisfy a need. This involves es- 
tablishing a need, demonstrating that 
the proper form of insurance will satisfy 
it—and then inducing the prospect to 
act. 

Influencing others to do something is 
one of the most human and important 
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things in life, whether 
Statesman, teacher, physician, preacher, 
lawyer or business man. How men are 
influenced to action is fundamental to an 
intelligent knowledge of salesmanship. 
Men are influenced to buy by the 


telligent understanding of which will 
help us to be better salesmen, just as an 
intelligent understanding of the laws of 
geometry, physics or biology help. A 
well-planned sales talk produced by the 
study of the mental processes and an 
intelligent understanding of these laws 
help to make good sales frequent and 
not occasional. 

From a study of the subject the Carne- 
gie Bureau of Personal Research reports 


done by the/| 
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which they have adopted and recom- 
mended, and which they have distributed 
in large numbers (approximately 500,000) 
to their local associations, which asks 
“Amount of Life Insurance for benefit 


a 6s | of business, and with what companies.” 
functioning of mental processes, an in- 





that the time a retail and specialty sales- | 


man spends in actual contact with a 
prospective buyer occupies about 15 per- 
cent, not exceeding 25 percent of his 
working time. 
ting to the prospect, waiting for him, 
takes time; but generally comparatively 
few minutes are at the salesman’s dis- 
posal for an earnest taik with the pros- 
pect. It is, therefore, extremely impor- 
tant that these precious moments be 
wisely used. The attorney who is given 
but an hour to save his client makes 
careful preparation for his address to 
the judge or jury, uses every minute and 
chooses every word carefully. The wise 
salesman will act in the same way. 


INCOME INSURANCE 

The purpose of Life Insurance, par- 
ticularly for a man’s family, is to re- 
place the earning power of the husband 
or father—i. e., to provide an income. 
Money paid to beneficiaries in cash does 
not necessarily do this. It only fur- 
nishes the money from which, if wisely 
invested and prudently used, an income 
ean be produced. It leaves the work 
half done. 

Ninety percent of the estates of $5,000 
or over is said to have been spent or lost 
in sever years: 9,000,000 women in the 
United States and Canada are earning 
their living. Ninety percent of the chil- 
dren who enter school at age six must 
stop before completing the eighth grade, 
to go to work. 


The Canadian government, in its of- 


ficial publication on Canadian Govern- 
ment Annuities, published in 1912, says: 

“Statistics show that 95 percent of men 
at 60 are dependent upon their daily 
earnings or on others for support, and 
not one man in thirty who retires with 
a competency is able to retain that com- 
petency to the close of his life.” 

Experience has shown that keeping 
money after getting it is the exception 
rather than the rule. 


Illustration 


Picture—W. T. Starr, 40; wife 30; 
mother 79; 
sister who is self-supporting. 

Principal of public school—salary 
$3.000, 

Provides for own future 
Teachers’ Pension Fund. 

Has $5,000 invested in securities which 
yield him $250 a year. 

Needs—tIncome for wife and mother. 

Plan—20 Payment Life Income for wife 
$100 a month. 

$50 a month Survivorship Annuity for 
mother. 

Case taken from “Selling Life Insur- 
ance.” by John A. Stevenson. 

BUSINESS INSURANCE 

Business insurance is used where the 
needs of the business are the reason for 
purchasing insurance. 

Babson’s Report of January 17, 1922, 


Says: 
“Out of every thousand new concerns 


through 


change management at least once. Out 
of every thousand concerns entering 
business 200 fail or reorganize at least 
twice; 
cerns entering business 50 will fail or re- 
organize three or more times.” 

Banking institutions all over the 
United States require information con- 
eernine Life Insurance carried by their 
borrowers. The blanks of the Federa! 
Reserve banks of all districts excepting 
two include such inquiries. 

The financial statement forms of va- 
rious Clearing House Associations refer 
to “amount of insurance carried.” 

Bradstreet’s Mercantile Agency has re- 
cently revised its statement in the classi- 
fication of insurance to include, “In- 
dividual Life Insurance payable to busi- 
ness.” 

The R. G. Dun Co. has decided to re- 
vise its corporation, co-partnership and 
firm financial statement blanks to in- 
“ude “Life Insurance payable to busi- 
ness.” 

The National Association of Credit 
Men has a Property Statement form, 


Preparing the case, get- | 


| nership. 





dependent on him and his | 
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| entering business 800 fail, reorganize or | 


More than 275,000 of the applicants to 
the Government Farm Loan Bureau were 
questioned about Life Insurance carried. 

The condensed financial statement 
adopted by the American Bankers Asso- 
ciation, and now being used by more 
than 1,000 of its member banks, refers to 
“Life Insurance in favor of Company.” 

rhe American Institute of Accountants 
endorses and recommends the condensed 
form of the American Bankers Associa- 
tion, 

All Canadian banks in letters to the 
Life Underwriters Association of Canada 
have strongly endorsed life insurance 
for business purposes, and place great 
value on it as a credit factor. 


Picture—Mr. Brown, age 32, is an ex- 
pert machinist. He has invented and 
patented a device for the manufacture 
of a new automobile lamp. His inven- 
tion has proved good. Mr. Jones, age 46, 
a man of wealth and leisure, has been 
interested. Jones has put up $25,000 in 
cash and is security at the bank for an- 
other $25,000. They have formed a part. 
Brown is running the plant: 
Jones runs the office and does the mar- 
keting. In return for the patent Brown 
has an equity in the business of $20,000 
and receives two-fifths of the profits. 
You know them both. Is the insurance 
appeal the same in each case? Would you 
approach them separately or jointly? 
aA would you make the insurance pay- 
abdte 


Needs—$25,000 bank credit. 

25.000 to reimburse 
family. 

$50,000 to reimburse Jones for 
Brown's services in case of 
his death. 

Plan—}$25.000 ordinary life on Jones’ 

life to protect bank credit, pay- 
able to firm and assigned to 
bank. if bank desires. 
$25,000 ordinary life to return 
cash to Jones’ estate in case 
of his death; on Jones’ life, 
paid for by firm, subject to 
agreement that it is to be used 
to pay firm’s debts to Jones. 
$50,000 ordinary life on Brown's 
life for Jones to pay for loss 
of services. 
Would approach Jones first, as 
one most interested in protec- 
tion of his capital and credit, 
unless knowledge of Brown in- 
dicates he would be more likeiy 
to favor proposal. 


GRAPHIC METHODS 


By graphic methods of presenting life 
insurance is meant some method by 
which a circular, printed form, paper, or 
other specific thing is used to interest 
the prospect in considering Life Insur- 
ance—your own policy, the morning 
paper, a check, a book, ete. 

This session will consider only the 
graphic methods of presenting life in- 
surance—not continuing the interest nor 
closing. Different particularly novel 
forms of making this presentation will 


Jones’ 


| be used and leaders will do this by 


demonstrating methods; i. 6, by ap- 
proaching a supposed prospect on the 


|} platform, showing how a graphic method 


should be used to interest men and 
women in considering insurance. 
Illustration: Object Used—Locket 


The salesman, sitting at the prospect's 


| desk, takes out a locket containing his 


while out of every thousand con- | 


| naturally, 


wife's picture and that of his two chil- 
dren and says: 

“Mr. Smith, here are the pictures of 
my wife and my two children. I am, 
proud of them TIT want to 


| tell you of an arrangement I have made 





for them, that might interest you. I 
have vrovided that, in case of my death, 
my wife will have $1,000 immediately to 
pay for my last exnenses and bills of 
different kinds: $2000 to clear the mort- 
gage off our little home, and then an 
income of $60 a month as long as she 
lives, that no one can take from her. 
Then I have arranged for an income of 
$20 a month for each of the two kiddies, 
that they will get from their daddy just 
as long as they live: and, in addition, an 
extra $10 every Christmas. I wish I 
could do More for them but have made 
the best arrangement I could.” 


PROGRAM INSURANCE 


We have been writing life insurance 
long enough just because it is a good 
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thing in general and we want to make 
a sale. 
Surely 
with care 
dividuals 


a better way is to investigate 
the various needs of the in- 
and business organizations 
about us, for one or more of the serv- 
ices which life insurance can render 
them, and then fit the proposition to the 
need, to the obvious advantage of both 
the prospect and agent and to plan for 
future needs. If the agent has the 
brains, patience, vision and spirit of 
service to analyze all of the prospect's 
reeds and plan for covering them all, so 
much the better. 


Ilustration 


Picture—Mr. Wilkinson, a very wealthy 
manufacturer, has a son sixteen years 
old, now attending school. He is anxious 
to start his son in habits of thrift and 
encourage him to carry out a good life 
insurance program. Mr. Wilkinson him- 
self is a thorough believer in life insur- 
ance; carries large personal insurance 
and half a million dollars for his busi- 
ness. He realizes the difficulty of young 
men born in such wealthy surroundings 
forming habits of thrift and wisely han- 
cling money, and wishes his son to be- 
come accustomed to handling it gradu- 
ally. What insurance program shall he 
adopt for his son 

Needs—The son 
possession of funds at 
he can have increasing 
handling money. 

To have a considerable part of the in- 
surance paid for during his father's life- 
time. 

Plan—$5,000 10 Payment Life. 
5,000 10 Year Endowment 
5,000 15 Payment Life. 
5,000 15 year Endowment 
5,000 20 Payment Life. 
5,000 20 Year Endowment. 
5,000 25 Payment Life. 
5,000 25 Year Endowment 
5,000 30 Payment Life. 
5,000 30 Year Endowment. 


needs to come into 
intervals, so that 
expe rience in 


$50,000 
MEETING 
Any person being 
kind of a proposition almost instinct- 
ively takes the defensive attitude—he 
will naturally put up a defense, if he is 
interested in it. 
The insurance 


Total 
OBJECTIONS 
solicited for any 


salesman should know: 








1. How to distinguish excuses from 
objections. 

2. How to overcome, without antag- 
onizing the prospect, his “no” atti- 
tude and convert it to a “yes” 


attitude. 
Illustration 


Objection: “I do not want to leave my 


wife money for some other man to 
spend.” 

Answer: “Of éourse, you don't; but do 
you not wish to leave sufficient money 


be compelled to 
support your 


your wife will not 
other man to 


that 
marry some 
children?” 


NORTHWEST CONGRESS 
IN ANNUAL MEETING 


(CONTINUED FROM PAGE 1) 


brought the first morning’s session to a 
close with his discussion of the growth 
and progress of the National Associa- 
tion. Mr. Shuff has traveled 3,400 miles 
during the past year for the National 


Association and has been in every state 


in the Union except five. 
Thursday Afternoon’s Program 


Alvin G. Herrmann, general agent of 
the Provident Life & Trust at St. Paul, 
was chairman of the Thursday after- 
noon session. John L. Shuff, president 
of the National Association, was the 
first speaker with a talk on “The Hu- 
man Element of Salesmanship.” He 
was followed by E, A. Purdy, of the 
Wells-Dickey Trust Company of Min- 
neapolis, who had a series of “Do’s and 
Don’ts for the Life Underwriter.” 
Henry Deutsch, a prominent attorney 
ef Minneapolis, discussed “Efficiency in 
Life Insurance Salesmanship.” One of 
the most interesting talks of the meet- 
ing was given by W. L. Harris, presi- 
dent of the New England Furniture & 
Carpet Company of Minneapolis, who 
gave “The Ordinary Business Man’s 
Viewpoint of the Lite Insurance Sales- 
man.” Governor J. A, O. Preus of Min- 
nesota was the last speaker on Thurs- 


LIFE INSURANCE EDITION 


day afternoon. Mr. Preus said that it 
has taken a long struggle to bring life 
insurance men to their present high po- 
sition. Mr. Preus also discussed the 
activities of the Nonpartisan League in 


the northwest He showed how the 
Nonpartisan League is engaging the 
state of North Dakota in Ines of en- 
deavor that until now have been han- 
dled by private business. Mr. Preus 
declared that the state or federal gov- 


ernment should do nothing that private 


business can do. He cited the inability 
of the Wisconsin State Life Insurance 
Fund to make a favorable showing, and 
said that life insurance is being sold 
and not bought. 
Speakers on Friday Merning 
O. G. Wilson, president of the Des 


Moines association, was chairman of 


Friday morning's business session, ( 
r. Purdy, an attorney of Minneapolis, 
gave the first talk having as his sub- 
ject, “The Moral Hazard in Life In- 
surance.” 

W D Bowles, general agent of the 
Phoenix Mutual at Des Moines dis- 
cussed, “Service to Policyholders as a 
Means of Increased Business.” 

I. Kaufmann, general agent of the 


Northwestern Mutual at Minneapolis, 
told how to sell partnership cases. He 
gave selling arguments, cited cases from 
own experience, and explained just 
a partnership contract operates 


his 
how 


Closing Session 


C. R. Nordseron, agency manager of 
the Equitable Life of New York, pre 
sided as chairman at the Friday after- 
noon Chester A, Shafter, gen- 
eral agent of the Union Central at Du- 
luth, was the first speaker with his talk 
on “Courtesy and Ethics between Life 
Underwriting Competitors.” Mr. Shafer 
declared that the local life underwriters 
the greatest promoter ot 
No agent, he said, can go 
i ineetings regularly 
Mr. Shafer 
in ethics will 


session 


association 1s 
good ethics 
to the 
without 
said that 


association 
being impressed 
an improvement 


4 | 
come with an increase in membership 
in the various local associations. 

Dr. T. C. Denny, secretary of the 


Central Life of Des Moines, told “Why 


We Sell Income Insurance.” He gave 
the arguments to use and the principal 
poimts to stress 

1. S. Knox, president of the Knox 


School of Salesmanship of Cleveland 
who spoke at the opening meeting was 
on the program Friday afternoon for 
a second talk, his subject being “Some 
Things People Want to Know about 
Life Insurance.” Mr. Knox gave a num 
ber of examples of right and wrong 
methods of salesmanship, and at the 
conclusion of his talk conducted an 
open forum during which questions on 
various phases of salesmanship were 
asked. 


tiood Ideas Developed 


meeting held on 
with J. S 
Knox School ot 
as chairman, a 
were brought 
was a discussion 
best to the 
insurance in his 


forum 
the last day 


At the open 
the afternoon ol 
Knox, president of the 
Salesmanship, in charac 
number of selling points 
to the surfacc There 
as to whether it was 
average man about lite 
office or to take up the question of life 
with him at home after 
business affairs were out of 
President Hamburger tavored 
day as the best time for 
life insurance soliciting He said, 
“When | used to sell cigars in South 
Chicago, they told me at the mills one 
day that it cost as much to get the fires 
started in the big furnaces after they 
had been allowed to go out as it did 
to keep them running for a week, once 


see 


insuranc¢ his 


the day's 
the way 


the business 


they were started. 
Best Time to Solicit 

“Apply this to a life insurance solic 
itation After a man has come home 
from a hard day’s work he is run down 
His fires are low He has put aside 
business for the day and is at home 
with his family. He is relaxed. If you 


try to solicit him for life insurance you 
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The old line 


Cedar Rapids Life 


Insurance Company 


of Cedar Rapids, Ia. 


Wants three state agents for 
Central West 


; A Good Chance for 
Reputable Men 











FIDELITY LEAD SERVICE 


brings the agent into contact with inter- 
ested buyers of life insurance. Last year 
we distributed 47,604 direct leads—all in- 


terested prospects who had requested 
information. In 1921 this service, and 
Fidelity’s original policy contracts, 


brought us within 74% of the unparal- 
leled new business result of 1920. 

Fidelity operates in 40 states. Full level 
net premium reserve basis. Insurance in 
i. force over $223,000,000. Faithfully serving 
insurers since 1878. 

A few agency openings for the right 


"FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, 
PHILADELPHIA 
Walter LeMar Talbot, President 
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a F. CAMPBELL 
CONSULTING 
ACTUARY 








343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 








ARCUS GUNN 
CONSULTING 
ACTUARY 


29 S. La Salle St. CHICAGO 
Telephone Randolph 3473 








t RANK J. HAIGHT 

r CONSULTING 
ACTUARY 

810-813 Hume-Mansur Bldg. 


INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








J. McCOMB 
e COUNSELOR AT LAW 

CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations and 
Examinations Made. Policies and all 
Life Insurance Forms Prepared. 
The Law of Insurance a Specialty. 
Colcord Bidg. OKLAHOMA CITY 











H. NITCHIE 

. ACTUARY 
1523 Association Bldg. 19S. La SalleSt. 
. Telephone State 4992 CHICAGO 











REDERIC S. WITHINGTON 
Consvttine AcTuaRY 
402-404 Kraft Building 

Tel. Walnut 376! DES MOINES, IOWA 
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Actuaries & Examiners 
600 Gates Buildine 
Kansas City, Meo 


OHN E. HIGDON 
OHN C. HIGDON 
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have a hard time getting him going. 
You find that it is not easy to get his 
mind centered on what you are trying 
to tell him, You have to light his fires 
of enthusiasm, and it takes too much 
time and energy. See him the next 
morning at his office when he is keyed 
up for business, when he is thinking 
fast, and he can get what you are talk- 
ing about, absorb it and act on it in 
practically no time at all. Stay away 
from men when they are at home, See 
them at their offices, and you can do 
twice as much with them and do it in 
half the time.” 


When to Get Examination 


Some sharp differences of opinion 
arose over whether it was ethical or 
practical to get a prospect examined be- 
fore taking the application. A number 
contended that the prospect should be 
convinced first and the examination 
made after the prospect has shown some 
willingness to go through with the prop- 
osition, while others took the position 
that it often saved time to have the 
applicant examined right away. Cases | 
were cited where agents spent a week 
with a prospect only eventually to re- | 
ceive a turn down, where the case | 
might have been written had the agent 
been in a position to lay down a policy 
upon the prospect’s desk. M. J. Dillon, 
general agent of the Pacific Mutual Life 
at St. Paul, said that in some instances 
it is best to get the examination first 
and then take plenty of time in selling 
the prospect afterwards. Several speak- 
ers said that a great many life insur- 
ance men created the wrong impression 
by having a medical examination made 
before taking the application and then 
attempting to jam a policy down the 
throat of the applicant. 





“Push Them In” 
_I. Kaufmann, general agent of the 
Northwestern Mutual at Minneapolis. 


summed up the view held toward this 
question by a majority present when he 
said, “Have you ever seen a man stand- | 
ing at the edge of a lake ir a bathing 
suit on a nice summer day? He wants 
to dive in, but he feels the water with | 
his toe. It seems cold and he hesitates. 
He walks up and down on the shore, 
and seems to be unable to make up his 
mind to jump in. Finally someone 
comes along when he is not looking and 
gives him a push. He falls into the 
water over his head, and is soon splash- 
ing around having a great time. He en- 
joys the water thoroughly after he gets 
into it, but someone has to push him 
in or he would spend the greater part 
of the afternoon on the shore contem- 
plating whether or not he ought to go 
in. It’s the same with life insurance. 
Nearly every prospect you come across 
is under insured. It’s safe to assume 
that 99 men out of 100 need more life 
insurance, Push them in. Get them 
over the line, get them examined, and 
then place the business. You will rarely, 
if ever, do an injustice to any prospect 











that you write in this way.” 





Western Life’s New Building 


The new Western Life of Iowa 
building being erected on Sixth avenue 


|}in Des Moines is propressing rapidly. | 
| The structural steel is nearly complete | 





| occupancy about Nov. 1. 


and the brick work will be completed | 
within the next two weeks. The foun- | 
dation and lower structure is prepared | 
for 7 floors with a floor space of 5,000 | 
sq. ft. to the floor. The front is enamel | 
white brick with brown finished brick | 
on the other sides. The building is lo- | 
cated on the company’s own real estate 
with alley in the rear and nine feet of | 
space on the north and south sides pro- 
viding good lighting facilities on all four | 
sides 

The building will be constructed of all 
metal lumber. The doors and window 
casings of metal lumber with concrete 
floors. It is expected to he ready for | 





Joseph Lewis, formerly of the agency 
department, Aetna Life and affiliated 


companies, also special agent for the life 
division, is now manager of Lewis & Co., 
investment brokers in Hartford. 





| ance 


Record of Agent in 
Cleveland Shows That 


|IMPORTANT ISSUE UP 


|'TEST DISAPPEARANCE RULE 


Business Is at Hand | 


T a time when some agents have 
been complaining that business is 
hard to write, L. L. Brenneman, a 


special agent in the A. Rushton Allen 


Nebraska Supreme Court to Pass on 
Effort of Modern Woodmen to 
Extend Seven-Year Period 


general agency of the Provident Life & | 


Trust in Cleveland is rolling up a pro- 
duction that ought to total a million 
dollars, if he keeps the pace. 

During June he wrote 43 cases for a 
total of $142,000. They were not large 
ones. The largest was for only $25,000. 
Then came two tens, two fifteens, four 
fives and the other 34 cases were for 
small amounts varying between one and 
four thousand. 

It is doubtful whether his record in 
one Ohio town has ever been surpassed. 
During the four days he was there he 
talked to 45 people, and wrote 25 of 
them on the first interview; $56,000 in 
four days. 

Not Luck With Brenneman 

It is not luck with Mr. Brenneman. 
He is a graduate of two colleges and 
holds several degrees. While in college 
he was a member of the choir and glee 
club, made the track team and was the 
tennis champion for two years. 

Commencing his career as teacher in 
New York, he rapidly rose to principal, 
supervisor and _ superintendent. He 
wrote a quarter million his first 
year in the insurance business, and more 
than a million his second year. When 
one of Cleveland's largest financial men 
tried to get Mr. Brenneman to forsake 
the insurance business and join his or- 
ganization, hold'ng forth the assurance 


ola 


that he would make $25,000 the first 
year and then begin to earn “real 
money,” Mr. Brenneman said he was 
not tempted. As he himself put it. “If 
I had an independent income and did 


not have to work for a living I would 
like to write a million of life insurance 
every year just for fun.” 
Mentally Well Equipped 

All of which to show that a 
man’s chances of success are very much 
increased if he has been willing to equip 
himself mentally to be at least the equal 
of anv man he meets, is a good mixer, 
works and is sufficiently sold on the life 
insurance business himself to throw his 
whole soul enthusiastically into it. 
Preparation, friendly contact with 
enough people and a living faith in the 
business will fill every insurance agent’s 
cup to overflowing. The cups may not 
all be the same size, but the common 
overflow reaches out to add its blessings 
to a needy world. The discouraged 
agent ought to reverently ask the great 
God to give him a real message of what 
life insurance means to human hearts 
that would otherwise be hungry. cold 
and unprotected from the elements and 
designing men. 


rOe 
goes 


Name Wrong, but Wife Can Collect 


The right of a wife to collect insur- 
when through an error her name 
as beneficiary was omitted was upheld 
in the Janesville, Wis., circuit court this 
week. John J. Ryan died in March, 
1990, holding an insurance policy for 
$1,000 in the Woodmen of the World 
The name of his beneficiary had been 
changed several times but the court held 
that his wife, Florence R. Ryan, mar- 


| ried to him in 1914 after a legal divorce 


in April, 1913, was entitled to the insur- 
ance. The name Nellie Ryan was er- 
roneously written instead of Florence 
Rvan when the beneficiary's name was 
changed in 1914. 


Cortner Agency Superintendent 


Charles M. Cortner of Iola, Kan., has 
been appointed agency superintendent 
of the National Savings Life of Wich- 
ita, Kan. and will have immediate 
charge of the eastern half of Kansas. 
For 12 years he was connected with the 
Midland Life of Kansas City and more 
recently was assistant state manager of 
the-Western National Life of Wyoming. 


An appeal has been taken to the Ne- 
braska Supreme Court from the decision 
of the district court of Dakota county 
holding invalid the by-law of the Mod- 
ern Woodmen which attempts to super- 
sede the long-established legal theory 
that after a man has been absent from 
his usual haunts for seven years and has 
not been seen or heard of he is legally 
dead. The by-law is to the effect that 
the policy on a disappeared person does 
not become due and payable until the 
expiration of the life expectancy as fixed 


| by the National Fraternal Congress, the 
| date beginning when the man is last 


heard of. Meanwhile his beneficiary 
must keep the policy alive by making 
regular and prompt payments of the 
assessment and other charges. 

The case is one where Jennie Vida 
Mixer sued on a $2,000 pelicy held by 
her husband, Walter C. Mixer, who dis- 
appeared in September, 1910, and was 
last heard of in South Dakota the fol- 
lowing vear. In a large membership 
such possessed by the Modern 
Woodmen disappearances are compara- 
tively numerous, and it sought some 
years ago t6 lessen its payments on this 
score by enactirg this by-law. The 
power of the officials to make the 
change was tested in the Illinois courts, 
and resulted in favor of the order, and 
one of the complaints made in the appeal 
of the Woodmen is that the Nebraska 
judge refused to give full faith and 
credit to the acts of a sister state 

The lower court held that such a by- 
law is against public policy and creates 
for the Woodmen a different defense to 
a suit of this character than is available 
to others who hold policies in other life 
insurance companies or orders 


as 


MEETING AT SAN FRANCISCO 


Pacific Mutual Life Holds Regional 
Convention for California, Oregon 
and Washington 


The-Pacific Mutual Life held its an- 
nual regional convention for California, 
Oregon, and Washington in San Fran- 
cisco last week. Approximately 300 
agents were in attendance. The home 
office officials present included Vice- 
Presidents C. I. Moore, Danford M. 
Baker and W. W. Beckett, Actuary A. 
G. Ham and Superintendent of Agents 
lames L. Collins. 

Vice-President Baker, besides acting 
as toastmaster at the banquet Thursday 
evening, spoke on “Working for and 
with the Pacific Mutual.” Actuary Hann 
spoke on disability and net cost. Rob- 
ert Newton Lynch, vice-president and 
manager of the San Francisco Chamber 
of Commerce, was the principal outside 
speaker of the evening. 








Business subjects discussed were 
“Why the Pacific Mutual Life should 
lead on the Pacific Coast.” by T. A 


Waltrip of Los Angeles: “The Message 


I Carry to the Farmer.” by Felix M 
Locker, one of the company’s leading 
producers from Fresno. Cal. Other 


speakers on the three-day program in- 
cluded H. J. Brown, assistant secretary: 
Tules H. Carbneau of Seattle: JT. O 
Westervelt of Oxnard. Cal.: Mrs Fad R 
Fithiam: Mrs. Maud R. Ferguson: Miss 
Edna Farle; Tack Paschall, and D. C 





MacFEwen. all of Los Angeles: W 
Dwight Mead of Seattle: F. R. Wood- 
burv and 7. W. Lever of San Diego. 
and H. LL. Archer of San Francisco 

Entertainment features included = a 
dance following the hananet, automobile 
about the and luncheons for 
the wives of the_visitors. 
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“MODERN BUSINESS GETTING M 
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Detailed Record of His Interviews and 
Calls Helps J. Bruce Thompson to Set 
New High Mark for Production in 1922 


BY E. 


BRUCE of the 


Baltimore 


THOMPSON, 
agency of the Mutual 
Benefit, who in the first four 
months of 1922 wrote more business 
than he did in the entire year of 1921, 
believes that not only must one know 
his business and how to go about pre- 
senting his proposition but one must 
also know himself. And so for the past 
18 months he has been keeping a record 
of every call made, every interview, 
every application written. Mr. Thomp- 
son declares this record has shown him 
many things about himself and is the 
real cause of his splendid showing this 


year. He is a believer in the law of 
averages. For “I sell service and let 
the law of averages take care of my 


commissions.” 


Record Showed Value 
of Each Call Made 


After he began keeping his record in 
locking over past performances he dis- 
covered why he was not writing the 
business he should be writing; insuf- 
ficient number of calls, too many calls 
on one prospect and other things of 
like nature. 

“T kept the record for my own per- 
sonal observation,” he said, “in order 
to get an idea of my own ability. I find 
that I must make 12 calls to get four 
interviews, which equals one application 
and is worth $41 in commission to me 
This makes each call worth from $3 to 
$4 and each interview from $10 to $15 

Furthermore, he declared that he has 


found that the higher number of calls 
made during the month, the higher is 
the average in dollars and cents that 
ecch call is worth. 

Further, Mr. Thompson is very _par- 
ticular about what he calls a call. Some 
agents stick their heads in a man’s of- 


fice, ask him if he wants any insurance 
and then call it a call. His definition 
of a call is an exposure to business. An 
interview is an opportunity to make a 
complete exposition of his proposition. 
Uses Set Approach 

and Law of Average 

Mr. 


Thompson uses 


approach, set sales talk and the law of 
average. 
“T don’t care whether a man buys or 


not.” he asserted, “the law of averages 
will take care of that. But, I do care 
whether I see him and the manner in 
which I explain my proposition 

“My endeavor is to get the best ap- 
proach, to see the largest number of 
people and to explain the proposition 
T see a man two or three times and if 
T can’t sell him, I put him away in the 
file for the following vear and in the 
meantime leave him for some other 
agent instead of prejudicing him alto 
gether against life insurance.” 
How Interview 

at His “Call” Runs 

When —- Thompson calls on a 
prospect, he always has a cheerful smile 
on his face. What he terms his “call” 


generally runs something like this 
“Good morning, Mr. Smith, Thomp- 
son is my name.” 


“What do you want to see me about, 
Mr. Thompson?” 

“Life insurance.” 

“But I am not interested in life in- 


surance right now.” 

“IT know that, Mr. Smith, 
some day and it will be information for 
you to guide your future purchases.’ 

Again, the prospect may tell him that 
he has a friend or relative in the busi- 


| of 


a set manner of | 


| you do about it? 


ness. 


but you will 


SIMON BANKS 


To this Mr. 
tollowing to say: 

“I am selling service, Mr. Brown. 1 
don’t care whether I sell you or not, but 
I want to give you this information so 
that you can make your friend give you 
just as good service as I 
you.” 


Should Not Cover More 
Than Six Points 


Thompson has the 


Mr. Thompson believes that any man’s 
sales talk to be applied on the first in- 
terview should not cover more than six 
points. “It is about all a man can re- 
tain and won’t take up all his time and 
yours.” 

Here are the six points: 

1. Amount of insurance 

2. Premium. 

3. Dividends. 

4. Options— 

(a) Cash value. 
(b) Loan or extended insurance 


5. Paid-up option. 
Endowment option 


Puts Proposition in 
Hypothetical Style 


J. Bruce always has a pad in front of 
him and when he mentions the amount 
insurance and the other five points, 
writes down the figures one below the 
other. Then, when he is through ex- 
plaining, he asks the prospect: 


am offering | 





“Now, Mr. Prospect, if you were tak- 
ing this proposition, would you take this 
amount of insurance?” Generally the | 
prospect answers in the affirmative. | 
| Whereupon he pulls an application from | 
his pocket and 

“What did vou say 
was, Mr. Prospect? 
your date of birth be? 
right here.” 

“I never fill out the entire blank,” he 
told me, “because then the prospect has 
a chance to think up a thousand and 
one reasons why he shouldn't take lif« 
insurance.” 

Mr. Thompson stated that this little 
stunt has gotten him many applications 


your full 
And what 
Now 


name 
might 
just sign 


Bruce Thompson’s 
Record as Producer 


Bruce Thompson has been with the 
Mutual Benefit since 1909. He was 
with Harry Spaulding, general agent of 
the company at Baltimore, at Louisville, 
and went with him to Omaha, where he 
Was agency manager from 1914 to 1917 
In the latter year he joined the A. E. F 
as a buck private, spent 25 months in 
France shooting Huns and came back 
a first lieutenant and to join Mr. Spauld- 
ing at Baltimore. 

He came home broke and in love 
That was in August, 1919. So he went 
out on the street as a carrier of the rate 


hook. Prior to that he had written 
business occasionally, with the accent 
on the first syllable. In his first five 


months in the field he produced $71,500 
He has produced business every month 
since August, 1919, with the exceptior 
of October, 1920, when he took a vaca- 
tion to see the folks back home in Ken 
when 


STRONG ARGUMENT FOR BUSINESS POLICY 


‘sé ERE is the way that I closed 
one of the best business life 
insurance cases that I have 


ever written,” said a prominent life in- 
surance man the other day. “I walked 
into the office of a firm that is man- 
aged by two partners. I talked for a 
few minutes to one of the officials and 
then, waving my hand toward the part- 
ner’s desk asked, “Where is your part- 
ner?’ 

“Oh, he 
place. . 


“When do you think he will be back?’ 


down the street some 


1s 


“Oh, he will drop in here almost any 
time now.” 
“Well, are you certain that he is ever 


com ing back? 

“What do you mean?” 

“IT mean that do you know for a cer- 
tainty that he ever going to come 
back into the office again?” 

This set my man to thinking. He 
did not say anything for a minute or 
two and then I followed up with, “Now 
that something might happen 


is 


suppos¢ 


to him. Suppose that he should never 
come back. Who would take his place 
at that desk over there? Would it be 
his wife or that 22-year-old smart aleck 


kid of his? Which one would you rather 
have around the place trying to tell you 
how to run the business here?” 
> > > 
put the possibilities squarely 
He here thought over the idea 

that I had given him for a minute or 
two and then said, ‘Well, what would 
What arrangement is 


‘This 
up to him 


there that I can make to protect my 
interests here?’ 
> * 
“Of course, he was sold then and 
there. I outlined to him how he cculd 


business 


have a contract drawn up providing that | 


upon the death of either partner the 
survivor should have the privilege of | 
buying out the interest of the deceased 


tucky, and July, 1921 he was 
married 

r 
partner This he agreed to quickly 


enough, but wanted to know where he 
was going to get the money to set aside 
for the purpose of his partner’s inter- 
ests in the event of death. I told him 


that I would provide the money for a 
matter of two or three per cent of 
whatever sum he decided would be 


necessary to take care of the purchase 
his seemed reasonable enough to him, 
and in ten minutes more I had written 
a $50,000 joint life policy for himself 
and his partner. Until the time that I 
started to fill out the application I did 
not mention life insurance. 


* * * 
“The reason I wrote this case is that 
throughout my talk with him I stuck 


to business terms that he could 
did not frighten him 


strictly 
understand. I 


away by telling him that I wanted to 
present a little life insurance proposi- 
tion, or that I wanted to have him 


examined for life insurance, or anything 
of the sort. I simply showed him what 
night happen to him in case of the sud 
den death of his partner. I brought a 
possibility to him, and 
saw what I was getting at 
Once he had been made to realize the 
danger he was facing, he had no hesi- 
tancy in buying life insurance. I paved 
the way for the sale not by talking life 
insurance or culogizing the institution 
of life insurance or anything of the 
kind, but simply by talking to him in 
language that he could understand. 
“Incidentally, after writing him a $50,- 
000 business life policy, I wrote him 
$50,000 on his own life, $25,000 on the 
life of his son, another $50,000 on the 
life of his partner, and was introduced 
to three prospects by him, all of whom 
gave me business. Business life insur- 
ance may be a very complicated affair, 
but there is a way of presenting it that 
gets a quick response from prospects.” 


ne 


guickly 


| Life a ‘‘Movie’’ 


Ss 


is “a 
Mental Pictures Will 
Affect Agent’s Work 


OME interesting on 
“Doubling My 
Mental Suggestion” given 
June meeting of the Angeles 
ciation of Life Underwriters by Jess: 


H. Tavlor of the New York Life Che 


harboring of demoralizing thoughts wa 


suggestions 
Income Through 
were at the 


Los Asso- 


cited as the great cause of inefficiency 
rhe human brain was likened to a men- 
tal picture gallery, each picture having 
two sides, and each side—when viewed 


producing a favorable or unfavorable 
reaction upon the individual. 

The statement made that ever) 
e a salesman finds himself depressed 
and out of tune with existing conditions 
he should mentally retrace his steps and 
find the mental picture responsible 
the depression and then turn it 
with the cheerful picture in view. 
all depressing thoughts 
with their accompanying pictures 
should be removed from the mental pic- 
ture gallery 


was 


for 
over 
When 


found, 


Two Sides of Picture 
\ttent 


mental 


was directed to the various 
pictures which are reflected in 
the emotions, such as enthusiasm, which 
Mr. Taylor referred to as the agent's 
great dividend-payer rhe reverse sid 
of the picture shown in a ling of 
laziness and inertia rhe t 
picture show qualities 
are the direct opposit 
such encourage 
couragement, do it 
the go-getter and the man who is al 
ways going to be one, courage and fear 
[he mental picture of the latter emotion 
the agent to take a long and 
circuitous route to the home of the 
prospect, where he gets a thrill of real 
yleasure when he finds him out 
Che personality of the agent 
in his appearance and 
also considered 
seen, and the successful type and 
opposite were exhibited, each with 
corresponding physical actions and 
emotions that inspire « 


1On 


1S Ice 


side s ol 
motions 
ot each 
and dis- 
put it off, 


W 
each 
that 


other 


or ¢ 
as ment 
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al 


inspires 
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as re 
actions 
as a picture that 
its 
its 


the depress 


Life a Motion Picture 

rhe point | hope 
lavlor, that life 
motion-picture show 
has your 


Show 


said Mr 
great 


ot 


to make,” 
really one 
al d c ich 
private projection 
nachine, together with of films 
and you can run inspirational pictures if 
want to, or, il you you 
run demoralizing pictures you 
ins 


“1s Is 
one 
you own 
a supply 
al 
you preter, can 
lt run 
pirational pictures you are going to 
a better agent and 
tT i you run 

pictures will an 
ient agent ; a poor citizen. Psy- 
che lowists claim that the mind is com 
posed of cells and that they are in- 
{ diminished by lack 
nspirational picture 
cells that are 
help you to 
demoralizing 
or ru 
chief dif- 
each pic- 
invariably 


similar asso 


} 
cconk it 


a better 


msurance 
but 
you 


man ¢ 


demoralizing 


woman, 
be 


neth und 


reased by usc ! 
ge the 
our triends and that will 
| Do not hang 


nental 


succect 
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The 
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yictures in your 
motion 
to guard a 


ture of this ! 


' 
them as pictures 
Its gainst 
iracts s 
unied by a crowd of 
Keep them out your mental 
Make up a list the names and 
iddresses ten prospects you want to 
all you are in a bad state 
time you enter your 

inspirational pic- 
wall, grab this list 
one of the prospects, 
you have finished I am 
picture gallery wiil 


me TNT 
or 
st) of 
ol 
when 
the first 


on ol 
and 

and fi 
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Anyone can attract attention, but 





few can hold it long 
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Provident Life 
Insurance Company 
Bismarck, North Dakota 





Insurance tn Force, $13,500,000 
F. L. CONKLIN, 
Secretary 





H. H. STEELE, 
President 


Cc. L. YOUNG, H. B. BEACH, 
Vice-Presiden Ast. Sec. and Actuary 
J. L. BELL, W. H. BODENSTAB, 
Treasurer Medical Director 











“THE COMPANY OF CO-OPERATION” 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES «8.7 Bide.) IOWA 


TERRITORY 


IOWA SOUTH DAKOTA 








Capable Policy-Placers 


Can always find a satisfactory oppor- 
tunity for work with this Company in 
good territory—men who can collect 
the premiums as well as write the ap- 
plications. Why not make inquiry 
now? 
Union Mutual Life Insurance Co. 
PORTLAND, MAINE 


Address: ALBERT E. AWDE, Supt. of 
Agencies 











A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual values, 
makes an Insurance Proposition which in 
the sum of all its Benefits, is unsurpassed 
for net low cost and care of interest of all 
members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Valves Increased to Full 3% Reserve. 
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‘FOLLOW COURT RULING 
TO DISREGARD NEBRASKA LAW 


Insurance Department Won’t Try to 
Prevent Transfer of Cases to the 
Federal Courts 


LINCOLN, NEB., July 3.—Super- 
intendent W. B. Young of the Nebraska 
department of insurance has announced 
that he will not attempt the enforce- 
ment of the Nebraska law which pro- 
vides, in effect, that a foreign insurance 
company shall be deprived of its right 
to do business in the state if it transfers 
to the federal court any suit against it 
pending in the state courts. This course 
has been taken on advice of the attorney 
general. 


Young explains, is 1 voluntary act 
on the part of the siate authorities, 
although it is regarded by them as un- 
necessary and too drastic, but because 
the United States supreme court has de- 
clared unconstitutional a similar statute 
passed in Arkansas. The next legisla- 
ture is to be asked to either repeal it or 
make the law accord with common 
justice and fair dealing. The attorney 
general believes that an insurance com- 
pany has the right to choose between 
legal forums open to it for the trial of 
controversies with others, based on ac- 
cepted constitutional interpretation, and 
that it is well established that the exer- 
cise of the sovereign power of the state, 
including such acts as excluding foreign 
corporations that do not obey its man- 
dates, is subject to the limitations set by 
the supreme fundamental law. 

Two cases against foreign insurance 
companies have lately been transferre 
to the federal court without any re- 
monstrance from the state department, 
the lawyers involved or the litigants. 





Wisconsin Case Compromised 


Creditors of the Wonder Instant Heat 
Company, bankrupt, of Appleton, Wis., 
this weck accepted the offer of settle- 
ment of Mrs. Leana Archibald and 
terminated a three-cornered suit pend- 
ing in the courts there. 

The late President Archibald of the 
heat company took out a $25,000 policy 
in the Aetna Life and named the com- 
pany as beneficiary. Upon Mr. Archi- 
bald’s death ten months ago, Mrs. Arch- 
ibald filed a claim for the insurance 
claiming that the policy was to have 
been assigned to her. Both she and 
the company filed suit for the money. 
This week she agreed to accept $6,100 
the remaining $18,900 to be paid to the 
heat company. 

With the instructions that the funds 
be paid to whomever the court might 
designate as beneficiary, the Aetna Life 
had promptly made payment to the 
court. 


Texas Requires Fully-Paid Capital 


The attorney general of Texas has 
ruled in an opinion given Commissioner 
Hall that it is necessary that all of the 
capital stock of a foreizn life insurance 
company desiring to transact business 
in Texas must be fully paid before the 
company can obtain a license in Texas. 

The question was raised as to whether 
the law referred to authorized or actual 
capital. The opinion says that “to give 
any other construction to this section 
than that the legislature required all of 
the authorized canital stock of such 
company to be fully paid would be to 
hold that said section is utterly without 
meaning.” 


Misrepresentation Ruling Upheld 


The Nebraska supreme court has re- 
affirmed its decision in Muhlbach vs. 
Illinois Bankers Life, on a motion for 
rehearing. sat 

Claimant’s attorneys objected to this 








The nullification of the law, Mr. | 





language of the court becoming the law 
of the state: 

“If, through the untrue statement of 
the insured, the defendant was induced 
to issue the policy and thus become 


obligated under its contract, when it | 


would not have done so had a truthful 
answer been made, it would seem clear 
that the defendant was deceived as to 
its injury and the statute quoted does 


| not apply.” 


They said it would give the insurance 
companies a great advantage that the 


legislature sought to take away from | 


them when it passed a law providing | 


that no oral or written misrepresenta- 
tion or warranty shall be deemed ma- 
terial or avoid the policy, and that this 
would lead to unwholesome carelessness 


on the part of agents in making up ap- | 


plications. 

The court, however, 
these objections and its decision will 
stand as originally given. 


Missouri State’s Chicago Record 


Karl B. Korrady, manager of the 
Chicago branch of the Missouri State 
Life, will head a delegation of twelve 
men to the company’s annual joint con- 
vention of the $100,000 and Quarter 
Million Dollar Clubs to be held in St. 
Louis. Four of this delegation are 
members of the Quarter Million Dol- 
lar Club and on Friday night will leave 
St. Louis for Detroit, where with 100 
other members of the Quarter Million 
Dollar Club, they will board the steam- 
ship Tionesta for a week’s trip to 
Duluth and return. 

In June the representatives of the 
Chicago branch produced more busi- 
ness than in any previous month since 
the establishment of the branch, the 
production being $1,900,000 examined 
business. The occasion was celebrated 
on Friday night with a dinner and thea- 
tre party to members of the agency who 
had fulfilled their allotments for the 
month, 


Big Business for Kingsley 


Agents of the New York Life are re- 
sponding in fine shape to the appeal of 
its field management that a particular 
effort be made to secure business in the 
past month as a compliment to Dar- 
win P. Kingsley’s 15th anniversary as 
president of the company. It is con- 
fidently predicted that business of fully 
$75,000,000 will have been written, or 
$10,000,000 in excess of that had during 
the same month la§t year. 





Northwestern Gives Position 


While there is some dispute among 
life men when it comes to twisting as 
to whether the ethics of the business 
include anti-twisting of term insurance 
as well as the more permanent forms, 
the Northwestern Mutual comes out 
very strongly, stating that that com- 
pany’s position is that the ethics of 
the business and the anti-twisting laws 
of the various states, demand that term 
insurance be treated in the same way 
as other forms. The Northwestern says 
that it should be just as carefully pro- 
tected against twisting. 


Collins in Kansas City 


James L. Collins, superintendent of 
field service from the Penn Mutual Life 
home office, conducted a meeting for 
the J. P. & E. M. Somerville agency 
at Kansas City June 27. Mr. Collins 
was returning from a southern trip. He 
conducted similar meetings in the 


South. 


Hunt on Western Trip 


George I.. Hunt, superintendent of 
agencies of the Guardian Life of New 
York, left New York on June 17 for an 
extended western trip, during which he 
will visit the company’s Pac#fic coast 
agencies. 

Mr. Hunt will stop at other cities for 
agency meetings on his way west znd 
will return in time for the Guardian’s 
field men’s convention at Toronto Au- 


overruled all} 





gust 16-18. 
year’s meeting of the Guardian Leaders 


It is expected that this 


Club will be one of the most interesting 
the company has ever held. July is the 
final month for qualification for the con- 
vention. 


Hathaway Entertains Agents 


W. L. Hathaway, manager of the 
Mutual Life at San Francisco, was the 
host to more than 40 of his agency force 
at a dinner last week where business 
was discussed and plans laid for the last 
six months of the year. G. A. Rams- 
dell, general agent of the company at 
Indianapolis, was a guest. He is spend- 
ing several weeks’ vacation in Calitornia. 


Kansas Conditions Good 


Vice-President Louis A. Boli, Jr., of 
the National Savings Life of Wichita, 
Kans., signed the 48th agency contract 
last week. He expects to have 100 
agents in the field by Oct. 1. At the 
present time the company is operating 
only in Kansas. Toward July he pre- 
dicts that it will write not less than 
$300,000 and expects to produce $500,000 
in August and $1,000,000 a month for 
the balance of the year. Mr. Boli says 
that crop conditions are excellent 
throughout the northern part of Kansas 
and the harvest is over throughout the 
southern part. While it is dry in south- 
ern Kansas, yet the state as a whole 
will produce a fine crop, The company 
is now negotiating with a number of 
men in several states. 


Will Go After Renewals 


The Equitable Life of New York says 
that from inquiries received it is in- 
ferred that some agents are uncertain 
as to its desire in the matter of continu- 
ing in force its outstanding accident and 
health business inasmuch as it is not 
writing new policies of this character. The 
company says that it desires to retain 
this business and expects the helpful as- 
Sistance of the field force in the effort 
to collect renewals. 


Life Notes 


_C. E. Farmer, for the past year a spe- 
cial agent of the Aetna Life (life de- 
partment), at Indianapolis, will open an 
agency at Richmond, Ind., for the com- 
pany. 

E. J. Burkeley, manager of the St. 
Louis agency of the Phoenix Mutual Life, 
accompanied by his wife and son, is 
Spending two weeks in Southern Cali- 
fornia. 

Oscar Wilkins, Jr., of the Jackson, 
Miss., branch office of the New York 
Life, has been transferred by that com- 
pany to Memphis, Tenn. He is a son of 
Oscar Wilkins, Sr., agency director at 
Jackson. 

Sherman Lamphere, connected with 
the agency at Lincoln, Neb., of Lough- 
ridge & Wilcox, representing the Equi- 
table Life of lowa, is recovering from an 
operation of a serious character that 
threatened to result fatally. 

_Kenneth A. Leach, who recently re- 
signed as teacher of manual training in 
the public schools, has joined the staff 
of E. B. Gerlach, Columbus, O., represen- 
tative of the Equitable Life of New 
York. 

Frank L. Lyman, loan agent of the 
Northwestern Mutual Life at Springfield, 
Ill., has resigned to become superintend- 
ent of loans for the Springfield district 
for the First Joint Stock Land Bank of 
Chicago. 

Dr. H. C. Castor, Chicago general 
agent of the Connecticut General, re- 
ported for June a tremendous increase 
in new business for this year, his agency 
total being four times that of June, 1921. 
The June total of itself equaled the 
agency’s quota for six months. 

James S. Reber, Jr., has been made as- 
sistant manager of the life, accident and 
group department in the Kansas City 
branch of the Travelers. S. W. Alderson, 
who held the position before Mr. Reber. 
has been made Texas manager, with 
headquarters at Dallas. 

F. R. Amthor, for the last two years 
secretary for the E. A. Woods agency of 
the Equitable Life of New York, at Pitts- 
burgh, has resigned and has entered the 
radio business in Wilkes-Barre. He is 
succeeded by C. J. Weston, a graduate of 
the University of Pittsburgh Law school. 

W. Scott Raulston, a well known life 
insurance man of Chattanooga, Tenn., 
died in Rochester, Minn., May 28. Mr. 
Raulston was under contract with J. W. 
Bishop, manager of the home office ag- 
ency of the Volunteer State Life. He 
had been connected with that company 
since 1914. 
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Right Thinking 


Under the present conditions 
requiring hard selling to get bus- 
iness, it is the quick, straight 
thinking men and organizations 
that are making a showing. First 
of all there must be a sound 
knowledge of the commodity 
dealt in and its best uses. And 
no less important is a nimble 
facility in bringing all of that 
knowledge to bear on whatever 
circumstances arise. 


It is such sound knowledge and 
right thinking that is putting the 


Central Life in favor with agents. 


The local salesmen who think 
fast and sure readily sense the 
progressive personality of this 
growing company and seein ita 
distinct asset to their offices. 
They appreciate the attitude they 
find there. The company is man- 
aged by experienced underwriters 
who know the agents’ problems 
from personal experience. They 
bring to the agent afirm backing 
in result-getting action that does 
not waste time in fruitless 
floundering. 
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NEW HOME OF THE GREATEST ILLINOIS COMPANY 
Corner Lake Shore Drive and Scott Street 
Land and Building Owned and Occupied Exclusively by the 


ILLINOIS LIFE 


Admitted Assets, December 31, 1921 $19,413,846.72 
Payments to policyholders and beneficiaries since organization 21,566,983.06 


FIVE YEARS RECORD 


Year Ending Dec. 31,1916 Year Ending Dec. 31, 1921 INCREASE 


Interest Income...| $ 620,562.65 |$ 991,613.43 |$ 371,050.78 
Premium Income. . 2,419,486.91 3,818,060.43 1,398,573.52 
Admitted Assets ..| 12,946,337.03 19,413,846.72 6,467 ,509.69 
Insurance in Force.| 80,280,589.82 136,485,045.27 56,204,455.45 


ILLINOIS LIFE INSURANCE CO. 


CHICAGO 


James W. Stevens, President 


GREATEST ILLINOIS COMPANY 








